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CHAPTER I 
INTRODUCTION 
I. PURPOSE OF THE STUDY 
This research project was undertaken to deter-
mine if the professional education obtained at an unidenti-
fied junior college of business administration adequately 
prepares the college's graduates for successful business 
careers, and if specific changes in the college's curricula 
might result in improved preparation of future students. 
II. IMPORTANCE OF THE PROBLEM 
Each year an increasing number of young men and 
women complete two years of study at the college and either 
begin their business careers or enter other institutions of 
higher learning. 
If the college is to retain its long-established 
position in a growing and changing civilization, and is to 
strive for higher levels of accomplishment in business edu-
cation, it must constantly search for ways to better serve 
its students. 
The problem has added significance at this time 
because of the issues raised by the two comprehensive in-
vestigations of business education sponsored by the Ford 
Foundation and the Carnegie Corporation of New York. While 
the Ford Report and the Carnegie Report deal primarily with 
11 
four-year institutions, their impact is important to the 
junior college of business for two reasons. 
12 
First, the business curriculum of a junior college 
of business is very similar to that of a four-year college 
or university. Therefore, many of the findings pertaining 
to the latter are also applicable to the former. 
Secondly, a suggestion that some of the training 
in business skills presently carried on in universities 
should be assumed by junior colleges is found in both the 
Ford Report1 and the Carnegie Report2. 
Both of the above reports are strongly critical of 
academic standards. The Ford Report states, "The simple 
fact of the matter is that academic standards are too low 
in most of the business schools in the United States.•3 
The Carnegie Report contains the statement, "The 
central problem confronting this branch of higher education 
is that academic standards need to be materially increased."4 
Additional criticism of the standards of business 
colleges was recently published by a popular magazine in an 
article by William Benton who is a graduate of the business 
college of a university and who has been highly successful 
in both business and politics. Mr. Benton maintains that 
business colleges accommodate inferior students and grad-
uate too many poor students.5 
Another of the principal criticisms is that the 
education in business colleges tends to be too specialized. 
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Recommendations for placing more emphasis on basic problem-
solving skills rather than memory of facts are found in both 
the Ford Report6 and the Carnegie Report.7 
Yet, an official of the Standard Oil Company 
(Ohio), c. D. Shields, has commented8 that educators are 
faced with a dilemma presented by employers who suggest 
they would like young men who have a liberal education 
and essential skills of decision making, but continue to 
actively recruit trained specialists. 
Comments on these matters as they relate to the 
junior college of business studied in this work will be 
offered in the final chapter. 
III. DESCRIPTION OF THE COLLEGE 
The college upon which this study is based is 
a private enterprise accredited by the Accrediting Com-
mission for Business Schools. It is listed in the United 
States Office £f Education Directory, Part III, Institutions 
2f Higher Learning, as a junior college of business. The 
college has been operating continuously for more than eighty 
years and it has employed the writer as an accounting in-
structor for two years. 
Students attend the college for two terms con-
sisting of two semesters each. The semesters begin in 
September and January. 
Major Fields of Study 
Three major fields of study are offered: account-
ing, management, and marketing. Changes of major are per-
mitted provided all requirements of the major field finally 
selected are satisfied. 
Graduation Requirements 
To receive a diploma, a student must complete a 
minimum of sixty-five semester hours' work. Although 60% 
is considered a passing grade for a particular course, an 
average of 70% in all courses is required for graduation. 
Transfer to Degree-Granting Institutions 
Students who wish to transfer to degree-granting 
institutions upon graduation are granted partial credit by 
a number of such institutions. The amount of credit varies 
and sometimes depends upon whether the student wishes to 
transfer to a day or evening program. 
Guidance and Placement 
A guidance department assists students plan 
their education, their careers and aids them with their 
personal problems. 
A placement service is available not only to 
aid graduates in locating suitable permanent employment, 
but also to assist those students who must work part-
time while attending college. 
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IV. METHOD OF PROCEDURE 
Research Procedure 
Information about the college and its curricula 
was obtained from its catalogues, the student h~ndbook, 
course syllabi, reports on file, and from personal inter-
. 
views with administrators and members of the faculty. 
-A survey of graduates was conducted. Infor-
mation was solicited from all graduates of the classes of 
1948, 1952, and 1956. These three classes were chosen be-
cause they had completed their studies at four-year inter-
vals and it was deemed adv~sable to select respondents 
whose differences in experience would provide a variation 
of points of view.9 
Since the establishment of a separate major field 
of marketing is a recent innovation, it was possible to 
distinguish the graduates only as accounting or sales-
management majors. 
Questionnaires were mailed to all members of 
the classes identified above. Enclosed with the forms were 
self-addressed, stamped envelopes and a letter stating the 
purpose of the survey and requesting the recipients' 
cooperation. Copies of the questionnaires and the letter 
can be found in Appendix A, page 114. 
After an interval of five weeks, second copies 
of the questionnaire were sent, together with copies of a 
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revised letter urging the graduates who had not already 
replied to complete and return the questionnaires. Since 
the respondents' names were not requested on the forms, it 
was necessary to send the second copies to all the gradu-
ates except those who had voluntarily identified themselves 
on the questionnaires returned after the first mailing. 
A copy of the revised letter can be found in Appendix A, 
page 114. 
Response to the Survey 
Of the 423 graduates selected for the survey, 
72 responded to the first request and an additional 53 
returned the second copies of the form. This was a re-
turn of 29.6%, which, although somewhat disappointing, was 
considered adequate for the analysis. 
Table I, page 18, contains a statistical analysis 
of the number of respondents by major field of study and 
year of graduation. 
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The response from accounting majors exceeded that 
from sales-management majors for all three classes, and 1952 
graduates of both majors proved to be more cooperative in 
responding than did those who were graduated four years 
before and four years after them. 
In order to ascertain the general caliber of the 
students who replied, an analysis was made of their re-
sponse to a request that they indicate whether their grades 
at the college were •mostly A's" (90 to 100%), "mostly 
B's" (80 to 89%), or •mostly c•s• (70 to 79%). This analy-
sis is presented in Table II, page 19. 
The majority of graduates reported their grades 
as •m~stly B's,• and there were twice as many •mostly A's" 
as •mostly C's.• 
This was considered a desirable sample for the 
purposes of this study because the information supplied 
should be more worthy of critical interpretation than 
would be information from those who did not do as well at 
the college. 
However, the reader should keep in mind through-
out this report that the responses are those of graduates 
who were, in general, better than average students. 
Copies of the questionnaire used and both the 
first and second letters are included in Appendix A, page 
114. References to the name of the college have been 
deleted. 
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TABLE I 
STATISTICAL StMMARY OF RESPONSES BY GRADUATES 
OF THE COLLEGE TO REQUESTS FOR INFORMATION 
Replies 
Major Fields by 
Year of Graduation Total First Second Rate of 
Persons Request Request Total Reply 
Accounting: 
1948 73 12 11 23 31.5% 
1952 49 13 6 19 38.8% 
1956 54 __2 9 18 33.3% 
Total 176 34 26 60 34.1% 
- -
Sales-Management: 
1948 90 12 2 14 15.6% 
1952 76 13 13 26 34.2% 
1956 81 13 12 25 30.9% 
Total 247 38 27 65 26.3% 
- - -
Grand Total 423 72 53 125 29.6% 
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------
Major Fields 
by Year 
of Graduation 
Accounting: 
1948 
1952 
1956 
Total 
Sales-
Management: 
1948 
1952 
1956 
Total 
Grand Total 
TABLE II 
ANALYSIS OF GRADES EARNED BY RESPONDENTS AT THE COLLEGE 
AS INDICATED ON QUESTIONNAIRES 
Number of Persons Percentages 
Mostly A's Mostly B's Mostly C's Mostly A's Mostly B's 
6 16 1 26.1% 69.6% 
7 11 1 36.8 57.9 
....2 6 3 50.0 33.3 
22 ~ ~ 36.7% 55.0% 
5 6 3 35.7% 42.9% 
5 18 3 19.2 69.2 
3 16 6 12.0 64.0 
13 40 12 20.0% 61.5% 
35 73 17 28.0% :58 .. 4% -
Mostly C's 
4.3% 
5.3 
16.7 
8.3% 
21.4% 
11.6 
24.0 
18.5% 
13 .. 6% 
-
...... 
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CHAPTER II 
THE ACCOUNTING MAJOR 
The accounting program is offered for those stu-
dents whose occupational objectives lie in the area of 
public accounting or such fields as industrial accounting, 
taxation, cost accounting, internal auditing, or office 
management. 
I. THE CURRICULUM 
Required Courses 
During his first year, the student takes the 
following core program: Accounting I and II, Business 
Mathematics I and II, Business Law I and II, Psychology, 
Communications I and II, and Typewriting. 
20 
The second year, required courses are: Account-
ing Problems (Intermediate), Accounting Problems (Advanced), 
Cost Accounting, Auditing, Federal and State Taxation I and 
II, and Human Relations. 
Elective Courses 
One elective is permitted the first year and two 
the second. Courses from which the student chooses are: 
Economics I and II, Foreign Trade, Introduction to Office 
Automation, College Mathematics, Psychology of Study, Bus-
iness Statistics, Finance, Credit Management, Labor Rela-
tions, Fundamentals of Insurance, and C.P.A. Problems. 
Class Hours and Credit 
All required and elective courses mentioned in 
the above paragraphs meet three hours each week for one 
semester and carry credit of three semester hours, except 
those listed in Table III, page 22. 
Descriptions of Courses 
All courses mentioned in this report are described 
in Appendix B, page 120. Included are summaries of the 
objectives and course content and identification of the 
textbooks used. 
Use of Exclusive Accounting Manuals 
In 1945 the college adopted a teaching method 
which divided subjects into sections called units. For 
each unit a manual was prepared by the faculty for sale 
to the students. There was also a corresponding instruc-
tor's manual of lecture outline and solutions to problems. 
The unit method was to have been used eventually 
in all courses. However, after a trial period it was dis-
continued in such subjects as marketing, mathematics, and 
taxation, but was retained in the accounting courses. 
There are presently twelve accounting units in 
use at the college. These are listed, together with their 
titles and the names of the courses in which they are used, 
in Table IV, page 23. 
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TABLE III 
CLASS HOURS AND CREDIT IN SEMESTER HOURS 
OF COURSES REQUIRED OF OR ELECTED BY 
STUDENTS MAJORING IN ·ACCOtl'JTING 
Class hours Credit in 
Name of Course per week Semester Hours 
Accounting I 5 3 
Accounting II 8 5 
Accounting Problems 7 5 (Intermediate) 
Accounting Problems 6 5 (Advanced) 
Cost Accounting 7 5 
Auditing 7 5 
Human Relations 2 2 
Typewriting 3 1 
All others 3 3 
22 
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TABLE IV 
EXCLUSIVE MANUALS USED IN ACCOUNTING COURSES 
Unit 
Title Course in Which Taught 
Number 
I Financial Statements Accounting I 
II The Function of Accounts Accounting I 
III Books of Original Entry 
and Controlling Accounts Accounting I 
IV Adjusting, Closing, and 
Reversing Entries Accounting I 
V Manufacturing Accounting Accounting II 
VI The Voucher System Accounting II 
VII Partnership Accounting Accounting II 
VIII Corporation Accounting Accounting II 
IX Intermediate Accounting Accounting Problems 
Problems (Intermediate) 
X Advanced Accounting Accounting Problems 
Problems (Advanced) 
XI Cost Accounting Cost Accounting 
XII Auditing Practice Problems Auditing 
24 
Each of these manuals, copyrighted by the college, 
contains a series of demonstration and assignment problems. 
The demonstration problems are solved in class by the in-
structor, and the others are assigned as homework. 
The instructor's manual which accompanies each 
of the manuals of problems contains two sections. 
First, a set of lecture outlines is provided. 
They are correlated to the problems so that a demonstration 
problem follows each ~ecture. New instructors find the 
lecture outlines very helpful, but the more experienced 
instructors find them unnecessary. 
Second, the instructor's manual contains solu-
tions to all demonstration and homework problems in that 
unit. 
The problem manuals are revised periodically by 
members of the faculty in order that new terminology and 
accounting procedures are utilized. Complete revision, in-
cluding the instructor's manuals, is undertaken about 
every five years. Interim modifications to the problems, 
primarily changes in terminology, are made occasionally 
between major revisions. 
At the time of this writing, the unit manuals for 
Accounting Problems (Intermediate) and Auditing have not 
been revised for twelve years, and are, therefore, used 
only as supplementary material. 
The other courses indicated in Table IV, page 
23,are based on the college manuals, and the textbooks are 
utilized only as reference material. 
However, practice sets purchased from textbook 
publishers are completed by students in Accounting II, 
Cost Accounting, and Auditing. These are identified with 
their respective courses in Appendix B, page 120. 
II. THE SURVEY OF GRADUATES 
Present Occupation or Position 
The graduates' responses to the question, "What 
is your present occupation or position title?" are compiled 
in Table V, page 2q 
It was found that most of the respondents are 
doing work for which they were trained at the college. A 
few hold executive positions, and some are in other business 
areas, such as production management, sales, and real estate. 
The majority, however, indicated that they are engaged in 
some type of accounting or data processing. Since there 
is no major field of finance at the college, it is not 
surprising to find that some accounting majors are engaged 
in banking, credit management, and other financial occupa-
tions. 
Career Progress 
The occupational titles furnished by the respon-
dents and listed in Table V, page 2Q while somewhat vague 
25 
TABLE V 
ACCOUNTING MAJORS' REPLIES TO QUESTION, "WHAT IS 
YOUR PRESENT OCCUPATION OR POSITION TITLE?" 
Number of Persons 
Occupation or Position Title* 
1948 1952 1956 Total 
Vice-President of Company 1 1 
Assistant Treasurer of Bank 1 1 
Office Manager 1 1 
Plant Accountant 1 1 
Assistant Chief Accountant 1 1 
Division Auditor 1 1 
Accounting Instructor 1 1 
Assistant Treasurer 1 1 
Department Head of Bank 1 1 
Sales Manager 1 1 2 
Credit Manager 1 1 
Management Engineer 1 1 
District Credit Specialist 1 1 
Director Adult Education 1 1 
Teacher 1 1 
Production Manager 1 1 2 
Manager of Tabulating and Cost 1 1 
IBM Supervisor 2 2 
Assistant Manager 1 2 3 
Accountant 1 1 3 5 
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TABLE V (continued) 
Number of Persons 
Occupation or Position Title* 
1948 1952 1956 Total ' 
Public Accountant 4 2 6 
Cost Accountant 1 1 1 3 
Junior Accountant 1 1 2 
Accounts Payable Supervisor 1 1 
Financial Analyst 1 1 
Real Estate Broker 1 1 
Assistant Production Manager 2 2 
Proprietor of Furniture Store 1 1 
Salesman 2 2 
Bank Teller 1 1 
Accounting Clerk 2 2 
Bookkeeper 2 2 
Student 1 1 2 
Housewife 2 1 3 
Unemployed 1 1 
Not Specified 
-
_! 
-
1 
-
Totals 23 19 18 60 
*The occupations and position titles which appear to be more 
important are listed first, but the relative importance is 
impossible to determine accurately. Therefore, the reader 
should not consider the order of listing to be particularly 
significant. 
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and difficult to analyze in detail, do permit the observa-
tion that graduates of the college do move up to impor-
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tant positions. The majority of 1948 graduates appear to 
have attained responsible posts after twelve years. Members 
of the class of 1952 have acquired supervisory or profes-
sional status in eight years since graduation, while those 
who completed their studies in 1956 appear to be accumu-
lating experience at lower levels. 
The questionnaire asked the graduates to indicate 
whether or not their careers had progressed as well as they 
had expected when they enrolled at the college. Their re-
sponses by classes are presented in Table VI, page 29. 
A substantial majority of the graduates feel that 
their careers have progressed as well as they had expected. 
While the percentages for 1952 and 1956 are slightly less 
favorable than for 1948~ this cannot be considered signif-
icant in view of the small size of the sample and the sub-
jectivity of the question. 
Adequate Preparation for Occupation 
The graduates were asked to state whether or not 
they felt that their courses at the college adequately 
prepared them for their chosen occupations or positions. 
Table VII, page 30 shows their replies. 
Although only about one-third of the respective 
classes are accounted for, an unfavorable trend is clearly 
indicated. Disregarding the respondents who did not answer 
TABLE VI 
ACCOUNTING MAJORS' REPLIES TO QUESTION: "HAS YOUR CAREER 
PROGRESSED AS WELL AS YOU THOUGHT IT WOULD 
WHEN YOU ENROLLED AT THE COLLEGE?" 
Number of Replies Percentages of Answers 
Answers by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
Yes 19 14 13 46 83% 78% 81% 81% 
No 4 4 3 11 17% 22% 19% 19% 
No Answer 0 1 2 3 
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TABLE VII 
ACCOUNTING MAJORS' REPLIES TO QUESTION: 
8 00 YOU FEEL THAT YOUR COURSES ADEQUATELY PREPARED YOU 
FOR YOUR CHOSEN OCCUPATION OR POSITION?• 
Number of Replies Percentages of Answers 
Answers by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
Yes 20 13 12 45 87% 76% 71% 79% 
No 3 4 5 12 13% 24% 29% 21% 
No Answer 0 2 1 3 
the question, the percentage of 1956 graduates who indi-
cated that their courses did not adequately prepare them 
is more than double that of the 1948 graduates. 
One might argue that the more recent graduates 
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who have not been working as long should be expected to re-
flect their impatience in their answers, but this hypothesis 
is difficult to support when one compares Table VIII, page 
34, regarding adequate preparation with Table VII, page 30, 
which reports satisfaction with career progress. 
Of the twelve former students who said their 
courses did not give them adequate preparation, seven re-
ported that their grades were •mostly A's" and five, •mostly 
B's.• This precludes the possibility that the alleged 
inadequacy of preparation was due to low academic achieve-
ment on their part, assuming their answers were honest. 
The questionnaire asked the graduates who answered 
•No• to the question regarding adequate preparation to ex-
plain briefly, and all but one did comment. 
The most common criticism was that the accounting 
coverage is lacking in depth. A 1952 graduate said that 
the accounting courses did not prepare him for the Certi-
fied Public Accountant examination. One member of the class 
of 1956 called the accounting coverage superficial, another 
said it was not intensive enough, and a third complained of 
insufficient coverage of auditing and advanced accounting. 
The latter also remarked that theory was barely touched. 
This criticism of the accounting instruction is 
only a preview to the replies that were made to another 
question on the form dealing with content of courses and 
methods of presentation. The matter will be discussed in 
detail later in this chapter. 
Some of the explanations given for stating that 
the courses did not provide adequate preparation reflect 
individual situations in which the college could not be 
expected to meet personal requirements. 
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For instance, one respondent, who works in a 
savings bank, said the courses did not contain enough in 
his field, and another merely wrote that he was in another 
line of work where he did not use his accounting background. 
A teacher complained about lack of liberal arts 
courses, and a director of adult education, who now has a 
Master's Degree in Education, commented that the standards 
were too low. The conclusion one draws in these two cases 
is that they probably should not have enrolled in a junior 
college of business. 
An accountant stated that a degree is the only 
adequate preparation and he, like some others in his class, 
has earned one. 
One 1956 graduate, a financial analyst, declared 
he did not receive sufficient guidance in selecting the 
proper courses. Since every student has available to him 
the dean, a guidance director, and a faculty advisor, all 
of whom are willing to provide whatever assistance is needed, 
this criticism does not seem to be warranted. 
Courses Which Have Helped the Most 
The graduates were requested to state which courses 
at the college have helped them most in their careers. Some 
wrote the names of one or two courses while others named 
several. The courses, together with the number of times 
they were mentioned are listed in Table VIII, page 34 • 
It is not surprising to note that most replies 
named accounting first, with no indication of a specific 
course, The fact that Taxation and Business Law rank 
second and third was also to be expected. 
Of the five persons who listed Salesmanship, only 
one is working in accounting. 
Courses Which Helped the Least 
Table IX, page 35, presents the response to a 
request for the names of those courses which the graduates 
feel have helped the least. 
The place of Business Communications at the head 
of the list is somewhat disturbing, particularly since mem-
bers of all three classes, in response to a later question, 
wrote that there should be more instruction in grammar and 
composition. 
The implication seems to be not that communications 
is an unnecessary course, but that it has not been tailored 
to the needs of the students. If this assumption is correct, 
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TABLE VIII 
ACCOUNTING MAJORS' REPLIES TO QUESTION, "WHAT COURSES 
AT THE COLLEGE DO YOU FEEL HAVE HELPED YOU MOST 
IN YOUR CAREER THUS FAR?" 
Frequency of Mention 
by Years of Graduation 
Course Titles* 
1948 1952 1956 ,Total 
Accounting 18 15 12 45 
Taxation 3 1 6 10 
Business Law 3 2 3 8 
Cost Accounting 4 0 1 5 
Salesmanship 4 1 0 5 
Business Communications 2 0 2 4 
Auditing 0 1 2 3 
Economics 2 0 0 2 
Finance 0 2 0 2 
Business Mathematics 1 0 1 2 
Advanced Accounting 0 0 1 1 
Intermediate Accounting 0 0 1 1 
Marketing 1 0 0 1 
*Titles are listed in order of total frequency, and alphabeti-
cally where two or more were named with same frequency. 
34 
TABLE IX 
ACCOUNTING MAJORS' REPLIES TO THE QUESTION, "WHAT COURSES 
AT THE COLLEGE DO YOU FEEL HAVE HELPED YOU THE LEAST?" 
Frequency of Mention 
by Years of Graduation 
Course Titles* 
1948 1952 1956 Total 
Business Communications 3 3 1 7 
Marketing 4 2 0 6 
Advertising 4 0 0 4 
Economics 4 0 0 4 
Typewriting 0 1 3 5 
Business Machines 0 0 3 3 
Business Mathematics 0 0 3 3 
Office Management 0 3 0 3 
Psychology 0 0 3 3 
Auditing 2 0 0 2 
Business Law 2 0 0 2 
Business Statistics 0 0 1 1 
Cost Accounting 0 0 1 1 
Salesmanship 0 1 0 1 
Taxation 1 0 0 1 
*Titles are listed in order of total frequency, and alpha-
betically where two or more were named with the same fre-
quency. 
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the situation has apparently been remedied since Business 
Communications is now a year course. The first semester 
emphasizes complete grammar review, vocabulary, and English 
composition. The second semester continues with grammar 
and vocabulary, but with emphasis on actual business com-
munications--business letter writing, report writing, etc. 
Another hypothetical explanation for the relatively 
frequent mention of Business Communications -as least help-
ful is that one may not realize how valuable the correct 
use of English actually is. 
The mention of subjects outside the accounting 
area was not unexpected. 
The course, Business Machines, is no longer offered 
and Business Mathematics is to be reduced to a single semes-
ter beginning in September 1961. 
Courses Not Taken 
The respondents were asked whether there were any 
courses they did not take but which they now felt would have 
been helpful. Their answers are reflected in Table X, page 
37. 
The table shows that exactly one-third of those 
who answered the question did so in the affirmative, and 
that this proportion is roughly consistent with the three 
classes. 
The courses named by the graduates are listed with 
the number of times they were mentioned in Table XI, page 38. 
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Answers 
Yes 
No 
TABLE X 
ACCOUNTING MAJORS' REPLIES TO THE QUESTION 
"OF THE ELECTIVE COURSES THAT WERE OFFERED, 
ARE THERE ANY YOU DID NOT TAKE BUT WHICH 
YOU NOW BELIEVE YOU SHOULD HAVE TAKEN?• 
Number of Replies Percentages of Answers 
by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
7 4 6 17 37% 27% 35% 33% 
12 11 11 34 63% 73% 65% 67% 
No Answer 4 4 1 9 
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TABLE XI 
COURSES WHICH ACCOUNTING MAJORS NOW BELIEVE 
THEY SHOULD HAVE ELECTED 
Frequency of Mention 
by Years of Graduation 
Course Titles* 
1948 1952 1956 Total 
Salesmanship 2 0 1 3 
Taxation 3 0 0 3 
Auditing 1 1 0 2 
Finance 0 0 2 2 
Typewriting 1 1 0 2 
Business Mathematics 0 0 1 1 
Credit Management 0 1 0 1 
Economics 0 0 1 1 
Labor Relations 0 0 1 1 
Psychology 0 1 0 1 
Public Speaking 1 0 0 1 
*Titles are listed in order of total frequency, and alpha-
betically where two or more were named with the same fre-
quency. 
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Several of the courses listed are presently re-
quired of accounting majors. These include Taxation, Audit-
ing, Typewriting, and Business Mathematics. Economics I is 
to be required of accounting majors beginning in September, 
1961. 
Finance is not required of accounting majors, but 
is elected by most of them either in the first or the second 
year. The only reason for not requiring it appears to be 
that this might prevent a student from electing another 
course in which he has special interest, such as Credit 
Management or Fundamentals of Insurance. One solution 
would be to require that accounting majors take the Finance 
course, but allow them to select the semester in order to 
prevent a conflict with electives that are not offered both 
semesters. 
Of the individuals who believe they should have 
taken Salesmanship, one is now a sales manager, another owns 
a furniture store, and the third is bookkeeper in an auto-
mobile agency. Since they cannot be considered typical 
accounting graduates, there seems to be no basis for recom-
mending that accounting majors study salesmanship. 
Subjects Which Should be Offered 
The next item on the questionnaire asked the grad-
uates to indicate any subjects not offered when they attended 
the college but whi.ch they feel should be offered. Table XII, 
page 41, lists the subjects and the number of times each 
was mentioned. 
The most frequently mentioned subject was English; 
specifically grammar, composition, and report writing. As 
was mentioned earlier, a comprehensive two-semester course 
in Business Communications is now required of all students. 
A specialized course in technical report writing is one 
of several subjects contemplated for inclusion in the pro-
posed third-year program at the college. 
Several of the subjects listed are found in the 
college catalogue, but there has not been sufficient interest 
in them to make up classes. These include Analysis of Fi-
nancial Statements, Money and Banking, Governmental Account-
ing, and College Mathematics. Governmental Accounting was 
offered recently in the Evening Division where it was avail-
able to both day and evening students, but not enough stu-
dents desired to take it to have a class held. 
Accounting Systems will be available as an elective 
course during the 1961-62 academic year. 
Advanced Cost Accounting is to become a required 
course in the coming academic year. The present Cost Ac-
counting course, which takes up job order and process cost 
accounting, carries five semester hours' credit. A Cost 
Accounting course which management majors are required to 
take covers only job order cost accounting and carries 
three hours' credit. Under the revised program, both 
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TABLE XII 
SUBJECTS WHICH ACCOUNTING MAJORS FEEL SHOULD BE OFFERED 
Frequency of Mention 
by Years of Graduation 
Subjects* 
1948 1952 1956 Total 
More English grammar, composition, 
report writing 2 4 3 9 
Analysis of Financial Statements 1 0 2 3 
Money and Banking 2 0 1 3 
Accounting Systems 1 0 1 2 
Advanced Cost Accounting 2 0 0 2 
C.P.A. Preparation 0 2 0 2 
Governmental Accounting 1 0 1 2 
Budgeting 1 0 0 1 
College Mathematics 0 1 0 1 
English Literature 1 0 0 1 
Foreign Languages 0 1 0 1 
Machine Accounting 1 0 0 1 
More Liberal Arts 0 0 1 1 
Use of Slide Rule 0 0 1 1 
*Subjects are listed in order of frequency, and alphabetically 
where two more more were names with the same frequency. 
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accounting and management majors will have only job order 
cost accounting the first semester. Accounting majors will 
also take a second semester course covering process and 
standard cost accounting. 
The two-semester cost accounting courses will not 
cover a great deal more than the present one semester course 
because class hours are to be reduced and material presently 
covered the first semester will be moved to the second semes-
ter. It would seem that both job order and process cost ac-
counting should be covered the first semester, even if it is 
necessary to use fewer class hours than at present, in order 
to permit a thorough advanced course the second semester, in-
cluding budgeting, standard costs, and direct costing. 
A course in preparation for the Certified Public 
Accountant Examination, mentioned by two 1952 graduates, 
appears to be beyond the scope of the college's accounting 
education program as it now stands. The methods of teaching 
accounting, to be discussed shortly, do not stimulate the 
independent thought and creativeness required of a C.P.A. 
candidate. Also, the only member of the faculty having 
passed the C.P.A. examination is the writer, who lacks the 
experience to teach such a course. 
As for machine accounting, the curriculum is pres-
ently limited to an introductory course in office automation. 
Use of mechanical devices and current data processing methods 
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are demonstrated by the use of motion picture films, film-
strips, guest speakers, sales literature, and field trips. 
Installation of a fully equipped punched-card 
laboratory is under consideration as part of the proposed 
third-year program. It is difficult to see how data pro-
cessing could be added to the two-year accounting curriculum, 
unless it were offered evenings. There. it could be ·avail-
able to Day Division students who wanted it in addition to 
their regular programs. It would be available to Evening 
Division students who wanted only to study data processing. 
It would seem that those who request foreign 
languages, English literature, and other liberal arts 
courses are expecting a great deal from a junior college of 
business. All students study psychology the first semester 
and human relations the fourth semester, but in a two-year 
curriculum the bulk of the work must be in the major field 
and related to business subjects. 
Material Covered and Method of Presentation 
Of the courses the former students completed at 
the college, they were asked if they would recommend any 
change in the material covered or in the method of presen-
tation. 
In Table XIII, page 44, is found a breakdown of 
the replies. 
Comments regarding course coverage and presenta-
tion were mostly critical of the accounting instruction. 
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Answers 
Yes 
No 
TABLE XIII 
ACCOUNTING MAJORS' REPLIES TO THE QUESTION, 
11 OF THE COURSES YOU TOCK, WOULD YOU RECOMMEND 
ANY CHANGE IN THE MATERIAL COVERED 
OR METHOD OF PRESENTATION?" 
Number of Replies Percentages of Answers 
by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
6 5 7 18 32% 31% 44% 35% 
13 11 9 33 68% 69% 56% 65% 
No Answer 4 3 2 9 
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While one 1952 graduate, now an IBM supervisor, did write 
that there should be more practical bookkeeping and less 
theory, the others seemed to feel the opposite. A Sum-
mary of the statements is contained in Table XIV, page 46. 
Earlier in this chapter, the college's method of 
teaching accounting was described. The fact that this 
method is not completely satisfactory is evidenced by the 
comments of.former students. The writer, who has taught 
every accounting course at the college except an elective, 
C.P.A. Problems, has found a number of objections to this 
method. 
First, the problems which the student is asked to 
solve are very much like those which are demonstrated, so 
that he is not required to use very much concentration or 
creative ability. 
Secondly, repetition of similar problems fails 
to consider many of the situations actually confronting 
an accountant. 
Thirdly, lack of emphasis on chapters of the text-
books results in by-passing a great deal of accounting 
theory and supplementary information. 
Finally, classroom instruction in methods, term-
inology, and sequence of material different from those in 
the textbooks all but prevents the students from making use 
of their textbooks. 
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TABLE XIV 
SUMMARY OF ACCOUNTING MAJORS' CRITICISMS 
OF ACCOUNTING INSTRtcTION 
Year* Present Occupation 
Graduated or Position Title Comments 
1948 
1948 
1948 
1948 
1948 
1952 
1952 
1952 
1952 
1956 
Accountant 
Salesman--Pre-
viously in ac-
counting 
Cost Accountant 
Accountant 
Management 
Engineer 
Public Account-
ant 
Teacher 
Accountant 
IBM Supervisor 
Assistant Mana-
ger and part-
time accounting 
service 
Accounting courses should be 
be covered more completely. 
Would like to see more depth 
in marketing, taxes, and 
cost accounting. 
There should be more practice 
sets in cost accounting. 
The tie-in between cost and 
financial accounting should 
be explained in more detail. 
More detailed coverage in 
the material and courses 
presented. 
Heavier concentration on 
cost accounting. 
Material presented with goal 
of passing C.P.A. examination. 
Greater degree of lecturing, 
and less classroom work. 
More advanced accounting 
which would include consoli-
dation of more complex com-
panies. 
A little more practical 
bookkeeping and a little 
less accounting theory. 
Method of presentation is not 
rigid enough--should contain 
more work on the part of stu-
dents. 
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TABLE XIV (continued) 
1956 Public Accoun- Too superficial. 
tant 
1956 Junior Accoun- Accounting should be geared 
tant toward the C.P.A. examination 
in May of the second year. 
1956 Financial Analyst Greater stress on basic prin-
ciples of accounting. Ma-
terial covered should depend 
on the ability of the class, 
not be set by the office or 
others. 
1956 Accountant for Courses were too easy and not 
C.P.A. Firm enough material was covered. 
1956 Real Estate Class work should be stepped 
Broker up and more hom~work given to 
enable the student to cover 
more material. 
*Years of graduation are listed chronologically, but no 
particular order is used for individuals who were graduated 
the same year. 
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The use of the manuals in the courses is defended 
on the grounds that the college, being a junior college of 
business, does not attract students of a high enough caliber 
to permit using the methods of teaching accounting that are 
employed in a university. This position is supported by in-
structors with many years of experience at the college, and 
is undoubtedly well taken. 
Yet, the writer has, with permission of the ac-
counting department chairman, diverted from the college 
manuals to the textbook in several courses and no great 
difficulties were found. The students have recognized that 
solving the textbook problems is more difficult, but their 
accomplishment has been satisfactory and their favorable 
attitude toward the change in method has been gratifying. 
The example usually offered in defense of the 
present method is the typical management or marketing major 
who would be unable to pass accounting if it were not sim-
plified. A possible improvement would be to offer the ac-
counting majors a more intensive elementary accounting course, 
although if this were done students who changed their major 
field after the first year, particularly from management or 
marketing to accounting, would be at a disadvantage. 
In regard to second-year accounting courses, only 
accounting majors take Intermediate and Advanced Accounting 
Problems and Auditing. Use of demonstration and homework 
problems in preference to a textbook in these courses seems 
difficult to justify. 
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Another argument offered in rebuttal to the writer 
is that the first year of accounting is taught by instructors 
who also teach such varied courses as Psychology, Business 
Communications, Advertising, and Salesmanship. These in-
dividuals cannot be expected to be experts in all their 
subjects, and the college manuals and accompanying lecture 
outlines provide invaluable assistance to them. 
It is recognized that complete specialization 
of faculty members is impossible in a small institution, 
but the argument that accounting instructors are unable to 
teach without standard lectures and demonstration problems 
raises a question of whether diversification is not too 
great. An improvement would be to insure that first-year 
students who plan to major in accounting are not instructed 
in elementary accounting by an instructor whose background 
in accounting is limited. 
The situation regarding the faculty does not 
apply to the second-year courses, which are taught by in-
structors with relatively strong accounting backgrounds. 
Again, not using the textbooks here seems unjustifiable. 
It is also said that use of the college manuals 
facilitates keeping the freshman accounting classes at the 
same rate of progress, and insures that the same material 
is covered. If these objectives are really that important 
it is difficult to see why the same thing could not be done 
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by providing each instructor with an outline of the text-
book chapters to be covered and the problems to be solved. 
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A stated objective is to adopt the accounting pro-
cedures and terminology of the textbooks when revising a 
unit manual, but this objective has not been attained to 
date. Even if it were, the sequence of material taken up 
in the units does not agree with that of the textbooks. 
The textbook used in Accounting I and II, Accounting Funda-
mentals, by MacFarland, Ayars, and Stone, takes up material 
covered in the college's Unit IV, adjustments, the work 
sheet, and closing entries, before material covered in 
Unit III, control accounts and columnar journals. This 
difference in sequence, as outstanding as it is, causes 
less confusion than the fact that stockholders' equity 
accounts are introduced in the second chapter of the text-
book and referred to thereafter, while the college's manuals 
do not mention corporations until Unit VIII, late in the 
second semester. The latter discrepancy causes difficulty 
even in using the textbook for reference. 
A final argument offered in defense of the exclu-
sive manuals is that they have become a sort of "trade 
mark• of the college and are traditional. One might coun-
ter this by saying that being known for sound education 
should be preferable to a reputation for the use of special 
manuals, if it is found that better teaching could be done 
from textbooks. 
Two of the graduates, one in the 1952 class and 
one in the 1956 class, mentioned that the accounting classes 
should be conducted with the objective of preparing students 
for the C.P.A. examination. This topic was introduced 
earlier in the chapter in regard to recommendations that 
the college offer a C.P.A. review course. Further dis-
cussion seems appropriate. 
The majority of the students at the college do 
not, in the writer's opinion, have the ability to do work 
on a C.P.A. level. The accounting courses therefore, can-
not have the depth necessary for C.P.A. preparation. 
Although the college catalogue does offer the 
accounting program to those with the ultimate objective of 
becoming a C.P.A., it does not describe the program as 
preparation for the C.P.A. examinations. 
Considering the C.P.A. examination, it is con-
ceivable that an outstanding student might pass the Com-
mercial Law part. However, a student of the college would 
not, in the writer's opinion, be prepared to undertake the 
parts on Theory of Accounts, Accounting Practice, or Audit-
ing. 
For the accounting curriculum to prepare C.P.A. 
candidates there would have to be drastic changes, ranging 
from textbooks to faculty, and a higher caliber of student 
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would be required as well. 
The only reasonable conclusion is that the college 
fills a very defiaite need for a level of students who desire 
an accounting education, but whose capabilities are gen-
erally lower than those who attend institutions which pre-
pare C.P.A. candidates. 
This is not to say that none of the graduates of 
the college can hope to become C.P.A.'s. It is known that 
some have. However, it is almost certain that a graduate 
would need considerable experience in accounting and/or 
additional education at another institution before becom-
ing qualified to pass the C.P.A. examination. 
Turning to other comments regarding course cover-
age, a 1956 graduate, presently a housewife, suggested more 
time to cover law and taxation thoroughly, and a production 
manager from the Class of 1952 stated that he would have 
preferred to spend more time on corporation taxes and less 
on taxes for individuals. These are both isolated comments 
which seem to have little overall significance. 
A junior accountant who was graduated in 1948 
recommended more instruction in spelling and letter writ-
ing. As mentioned previously, a thorough, two-semester 
course in Business Communications has been instituted. 
III. CONCLUSIONS AND RECOMMENDATIONS 
Conclusions 
The survey of accounting graduates indicates that 
most of them are engaged in work for which they prepared 
at the college, and that over the years they do progress 
to important positions in business. 
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The college provides most of its students with the 
preparation they require for their chosen occupations and 
most of them are satisfied with their progress since grad-
uation. 
However, the college could make a substantial 
improvement in its accounting education by making its ac-
counting curriculum more intensive. 
The Carnegie Report states, "Students of account-
ing prior to the mid-thirties became masters in 'how-to-do-
it' with limited understanding of the 'why' behind account-
ing processes. Unfortunately, this is all too often the 
case at many institutions today.wlO 
The American Accounting Associationts Committee 
on Ford and Carnegie Reports, has replied: "We agree that 
many elementary accounting courses could be improved by a 
reduction of the procedural aspects and by a considerable 
increase in attention to interpretation and to managerial 
uses of accounting data. Moreover, we believe that this 
trend can strengthen the elementary course both as a first 
course for those who will go into accounting and for bus-
iness students in non-accounting areas.•ll 
The recommendations which follow are intended to 
move the college in the direction indicated above. 
Recommendations 
In regard to accounting instruction the first 
year, two recommendations are offered. 
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First, the college should consider replacing its 
own accounting manuals with instruction based on an account-
ing textbook, including discussion of the chapter material 
and the solution of problems furnished by the author. 
If this approach is still considered unacceptable 
for teaching non-accounting majors, it should be adopted 
for those classes composed of accounting majors. The~es­
ent segregation of accounting majors will permit this with-
out difficulty. 
Secondly, instructors with relatively stronger 
backgrounds in accounting education anq/or experience than 
others, should be assigned to instruct the first-year stu-
dents who are majoring in accounting. It seems only fair 
that those students who expect to work in the accounting 
area be given the best possible foundation for their advanced 
studies and their lifetime careers. 
As for the second-year accounting subjects, it is 
recommended that the college's own manuals be used for no 
more than supplementary material, with primary emphasis on 
textbook theory, explanations, and problems. 
The use of practice sets should, however, be re-
tained as the practical experience of completing them is 
of considerable value to the college's students when they 
begin accounting work. 
It is suggested that the planned cost accounting 
syllabus be re-evaluated to determine whether the effect 
of the change to a two-semester course as presently out-
lined would be to merely stretch out what is now taught in 
one semester. Job order and process costing should both 
be covered in the first semester leaving the second semes-
ter for really advanced work in budgeting, standard cost 
accounting, and variance analysis, and direct costing. 
The content of the advanced accounting problems 
course should include consolidations of parent and subsid-
iary corporations in the time now devoted to problems deal-
ing with insurance and joint ventures. 
Finance should be a required course of all ac-
counting majors. 
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The two-semester course in business cemmunications, 
instituted in September 1960, with thorough drill in spelling, 
grammar, and composition should be continued permanently. 
Students majoring in accounting should be impressed with 
the fact that mastery of the English language is an abso-
lute prerequisite for advancement in accounting or auditing. 
While taking the necessary actions to raise 
standards for the type of student presently enrolled, the 
college should not cause dissatisfaction by implying that 
it offers C.P.A. preparation. 
CHAPTER III 
THE SALES-MANAGEMENT MAJOR 
The sales-management, or business administration 
program, has been divided into two distinct major curricula, 
but this division has taken place since the graduation of 
the individuals surveyed. Therefore, the completed ques-
tionnaires identify the graduates only as accounting or 
sales-management majors. 
I. The Curriculum 
Required Courses 
The management major takes the following first-year 
core program: Accounting I and II, Business Mathematics I 
and II, Business Law I and II, Business Communications I and 
II, P~ychology, and Typewriting. 
The second year, the student is required to take 
Cost Accounting, Economics I and II, Salesmanship Principles, 
Marketing Principles, Sales Management, Office Management, 
and Human Relations. 
The sales major, recently renamed marketing major, 
is not required to take Accounting II the first year or 
Cost Accounting the second year. Instead, he takes Sales-
manship Principles and Marketing Prcinciples the first year, 
and the second year must take Marketing Research, Advertising, 
Effective Public Speaking, and Advertising, all of which are 
electives for management majors. 
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Elective Courses 
The management major elects one course the first 
year and four the second year from the following: College 
Mathematics, Business Statistics, Psychology of Study, 
Foreign Trade, Advertising, Introduction to Office Auto-
mation, Problems of Taxation, Finance, Marketing Research, 
Advertising Procedure, Credit Management, Labor Relations, 
Personnel Management, and Fundamentals of Insurance. 
A student majoring in marketing is permitted 
one elective the first year and three the second, from the 
courses available to management majors, except those re-
quired of marketing majors. 
Class Hours and Credit 
All courses, required and elective, mentioned in 
the above paragraphs, meet three hours per week for one 
semester, and carry credit of three semester hours, except 
those listed in Table XV, page 58. 
Appendix B, page 120, contains a description of 
each course, including a summary of the objectives and the 
material covered, and an identification of the textbooks. 
Selection and Changes of Major Field 
Each new student who enrolls at the college se-
lects one of the three major fields of study: accounting, 
management, or marketing. 
The student is then assigned to a class section 
consisting of those who have selected the same major. 
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TABLE )01 
CLASS HOURS AND CREDIT IN SEMESTER HOURS OF COURSES 
REQUIRED OF OR ELECTED BY STUDENTS 
MAJORING IN MANAGEMENT OR MARKETING 
Class hours Credit in 
Name of Course per week Semester Hours 
Accounting I 5 3 
Accounting II 8 5 
Cost Accounting 5 3 
Human Relations 2 2 
Typewriting 3 1 
All others 3 3 
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The first semester is the same for all students. 
The second semester is also the same for accounting and 
management majors, but marketing majors study Salesmanship 
Principles and Marketing Principles in place of Accounting 
II. It is not until the third semester that all three ma-
jor fields have different curricula. 
A student who has initially selected a major in 
accounting or management but who has found Accounting I 
difficult or distasteful may wish to change to a market-
ing major in order to avoid further accounting courses. 
Similarly, the accounting major may wish to 
change to management after the second semester. 
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The result is that management and marketing, 
particularly the latter, tend to become havens from 
accounting. Since the students who wish to avoid accounting 
are generally the less capable students, the marketing field 
has carried the stigma of being a program for poor students 
rather than for those whose occupational goals are in the 
distributive area. 
To combat this reputation and raise the prestige 
of the m•rketin~ program, students are required to present 
a valid reason for any change of major, and avoidance of 
accounting courses is not an acceptable reason. 
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II. THE SURVEY OF GRADUATES 
Present Occupation or Position 
The graduates were asked to indicate their present 
occupation or position titles. Table XVI, page 61, is a 
compilation of these replies. 
Career Progress 
Table XVI, page 61, lists the occupations and 
positions as furnished by the respondents. A precise analy-
sis of the levels of responsibility and authority is not 
possible on the basis of this limited information, but one 
might nevertheless note that the twelve-year graduates 
{1948) appear to occupy relatively important positions. 
The eight-year {1952) graduates have not attained 
titles quite as imposing as those who proceeded them by four 
years, but there is indication that they have progressed 
higher than the four-year (1956) graduates. 
In addition to the above evidence of career pro-
gress by graduates of the college, the opinions of the re-
spondents themselves in regard to their own advancement 
are contained in Table XVII, page 64. 
About four-fifths are satisfied with their progress, 
although the 1952 and 1956 percentages are not as favorable 
as the 1948 percentages. It is encouraging to note, how-
ever, tbat'the replies of the 1956 graduates are more favor-
able than those of the Class of 1952. 
TABLE XVI 
SALES-MANAGEMENT MAJORS' REPLIES TO QUESTION, 
"WHAT IS YOUR PRESENT OCCUPATION 
OR POSITION TITLE?" 
Occupation or Position Title* 
Number of Persons 
by Years of Graduation 
Plant Manager 
Assistant Trust Officer 
Certified Public Accountant 
Controller 
Field Auditor 
Internal Auditor 
Restaurant Owner 
Company Treasurer 
Assistant Manufacturing Superinten-
dent 
Assistant Cashier--Bank. 
Office Manager 
Credit Manager 
Credit Investigator 
Auto Agency Owner 
Rental Manager 
Chief Teller--Bank 
Vice President--Insurance Agency 
Insurance Underwriter 
Sales Manager 
1948 1952 1956 Total 
1 
1 
1 
1 
1 
1 
1 
1 
2 
2 
1 
1 
1 
1 
1 
2 
1 
1 
1 
2 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
2 
2 
1 
1 
1 
1 
1 
1 
4 
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TABLE XVI (continued) 
Sales Representative 
Salesman 
Lithographer 
Store Manager 
Real Estate Broker 
Auditing Assistant 
Assistant Director of Sales 
Research 
Teacher--Commercial Subjects 
Cost Accountant 
Cost Analyst 
Dispatcher 
Assistant Manager 
Assistant to Traffic Manager 
Radio Mechanic 
Administrative Assistant 
Service Technician 
Brokerage Clerk 
Production Control Clerk 
Senior Payroll Clerk 
Accounting Clerk 
Purchasing Clerk 
IBM Machine Operator 
Student 
3 
4 
1 
3 
1 
2 
l 
l 
l 
l 
1 
1 
l 
2 
l 
1 
1 
2 
l 
l 
l 
l 
l 
l 
1 
1 
2 
5 
8 
l 
l 
2 
l 
1 
l 
2 
l 
l 
l 
1 
l 
l 
l 
1 
l 
l 
l 
l 
l 
3 
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TABLE XVI (continued) 
Military 
Not indicated 
Totals 14 26 
2 
1 
25 
2 
1 
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*The occupations and position titles which appear to be more 
important are listed first, but the relative importance is 
impossible to determine accurately. Therefore, the reader 
should not consider the order of listing to be particularly 
significant. 
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Answers 
Yes 
No 
TABLE XVII 
SALES-MANAGEMENT MAJORS' REPLIES TO QUESTION, 
"HAS YOUR CAREER PROGRESSED AS WELL AS 
YOU THOUGHT IT WOULD WHEN YOU ENROLLED 
AT THE COLLEGE?" 
Number of Replies Percentages of Answers 
by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
13 18 21 52 93% 72% 84% 81% 
1 7 4 12 7% 28% 16% 19% 
No Answer 0 1 0 1 
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An interesting parallel can be found with the 
accounting graduates by comparing Tables XVII and VI. 
The percentages of answers for the three classes follow 
the same trend, and the percentages of the total "Yes" 
and "No" answers are identical. 
Adequate Preparation for Occupation 
An important question asked of the alumni was 
whether they believed the courses they had taken at the 
college had prepared them adequately for their work. Their 
answers to this question are found in Table XVIII, page 66. 
Here we find a reversal of the situation in re-
gard to accounting majors as presented in Table XVII, page 
64. Although the 1952 percentages are slightly less fav-
orable than 1948, and the percentage of total "Yes" answers 
is lower than that of accounting majors, there is never-
theless a rather sharp increase in the rate of favorable 
replies in the most recent class surveyed. 
Of course, it is important to note that the sample 
is a small one for statistical purposes, and the question 
is highly subjective. 
Each of those who said their courses did not ade-
quately prepare them explained briefly as requested. 
While the explanations were widely divergent and 
largely personal situations for which the college could 
hardly be criticized, there were four graduates, two in the 
Class of 1948 and one each in the classes of 1952 and 1956, 
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Answers 
Yes 
No 
TABLE XVIII 
SALES-MANAGEMENT MAJORS' REPLIES TO QUESTION, 
"DO YOU FEEL THAT YOUR COURSES ADEQUATELY 
PREPARED YOU FOR YOUR CHOSEN 
OCCUPATION OR POSITION?" 
Number of Replies Percentages of Answers 
by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
10 18 20 48 71% 69% 83% 75% 
4 8 4 16 29% 31% 17% 25% 
No Answer 0 0 1 1 
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who indicated that their courses were too general. The 
implication seemed to be that the curriculum should be 
more specialized and practical. 
Four former students explained that they were 
not adequately prepared because there was not sufficient 
instruction in the specific fields which they have entered, 
such as real estate and traffic management. 
One graduate simply said he was in a different 
line of work while another complained that he had been 
unable to find work in the business field. 
Two of the respondents indicated that they should 
have majored in accounting, and one wished he had studied 
harder. 
A lithographer stated that his courses had been 
helpful but not adequate preparation. 
Two 1952 graduates commented that a degree is 
necessary in business. This matter is discussed in Chapter 
IV. 
Summing up, none of the explanations for inade-
quate preparation was of particular significance to this 
study. 
Courses Which Have Helped the Most 
In responding to the request for names of .courses 
which had helped them most in their careers thus far, most 
graduates named two courses. Some did not answer, while 
others named as many as five. 
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Table XIX, page 69, lists the courses and in-
dicates how many times each was mentioned. 
It is interesting to observe that accounting was 
named just twtce as often as the next most frequently men-
tioned course. Of the 65 sales-management majors who re-
turned questionnaires, 58% of them felt that accounting 
was one of the courses which had helped them most. 
The importance attached to accounting by sales-
management graduates raises a question about the present 
curriculum for marketing majors. Earlier in this chapter 
it was pointed out that marketing majors take no more 
than Accounting I in the first semester, and that this 
fact had resulted in the marketing field becoming a haven 
for the less capable students who have trouble with account-
ing. 
When it has been proposed that a full year of 
accounting be required of all students, including marketing 
majors, the opposition has been that additional accounting 
beyond the first semester would be of no use to an individ-
ual planning to become a salesman. 
Argument that accounting is the language of bus-
iness and that every graduate of a school of business ad-
ministration should have included in his professional educa-
tion at least a full year of accounting is dismissed as too 
theoretical. 
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TABLE XIX 
SALES-MANAGEMENT MAJORS' REPLIES TO QUESTION, 
"WHAT COURSES AT THE COLLEGE DO YOU FEEL 
HAVE HELPED YOU MOST IN YOUR 
CAREER THUS FAR?" 
Frequency of Mention 
by Years of Graduation 
Course Titles* 
1948. 1952 1956 Total 
Accounting 10 16 12 38 
Salesmanship 8 7 4 19 
Marketing 3 6 2 11 
Business Communications 1 7 2 10 
Business Mathematics 1 4 3 8 
Economics 0 5 3 8 
Advertising 3 2 2 7 
Business Law 2 1 4 7 
Cost Accounting 0 2 3 5 
Credit Management 0 3 1 4 
Office Management 0 1 3 4 
Public Speaking 0 3 0 3 
Sales Management 0 1 2 3 
Taxation 1 2 0 3 
Typewriting 0 0 3 3 
Labor Relations 0 0 1 1 
- - -
*Titles are listed in order of total frequency, and alpha-
betically where two or more were named with the same fre-
quency. 
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Support can be found for the idea of requiring all 
students to complete a year of accounting by the fact that 
in this survey of the college's graduates, three sales rep-
resentatives, a salesman, a sales manager, an assistant di-
rector of sales research, an automobile agency owner, a 
restaurant owner, and a vice-president of an insurance com-
pany all listed accounting as the subject or one of the sub-
jects which had been most helpful to them. 
If the full year of accounting were required of 
all students, the problem of raising the prestige of the 
marketing major field and attracting students really inter-
ested in selling rather than as refugees from accounting 
courses would be largely solved. 
Another significant observation is the frequency 
with which Salesmanship and Marketing were mentioned as 
compared with such courses as Credit Management and Office 
Management. 
An examination of the returned questionnaires re-
vealed that of the 19 persons who named Salesmanship as 
being most helpful, all are engaged in selling except a 
company treasurer, an assistant trust officer, and an 
assistant cashier of a bank. 
Courses Which Have Helped the Least 
Turning to courses which have helped the least 
in their careers, many inserted such comments as "all helped" 
or "none". Those which were named are listed in Table XX, 
page 71. 
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TABLE XX 
SALES-MANAGEMENT MAJORS' REPLIES TO THE QUESTION, 
"WHAT COURSES AT THE COLLEGE DO YOU FEEL 
HAVE HELPED YOU THE LEAST?" 
Frequency of Mention 
Course Titles* 
by Years of Graduation 
1948 1952 1956 Total 
Salesmanship 1 2 2 5 
Accounting 1 2 1 4 
Advertising 1 2 1 4 
Finance 0 3 1 4 
Marketing 0 2 2 4 
Business Mathematics 0 0 3 3 
Economics 2 1 0 3 
Business Law 2 0 0 2 
Foreign Trade 0 1 1 2 
Office Management 0 0 2 2 
Penmanship 1 1 0 2 
Typewriting 0 0 2 2 
Business Communications 0 0 1 1 
College Mathematics 0 0 1 1 
Cost Accounting 1 0 0 1 
Credit Management 0 0 1 1 
Labor Relations 0 0 1 1 
Office Machines 0 0 1 1 
Sales Management 0 0 1 1 
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Taxation 
Wholesaling 
TABLE XX (continued) 
0 
0 
0 
1 
1 
0 
1 
1 
*Titles are listed in order of total frequency, and alpha-
betically where two or more were named with the same fre-
quency. 
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The subject mentioned most frequently is Sales-
manship. The 1948 graduate who named this course is, 
strangely enough, a salesman. The two from the Class of 
1952 and the two from the Class of 1956 are an insurance 
underwriter, an assistant to a traffic manager, an assistant 
to a director of sales research, and an IBM machine operator. 
The Penmanship and Wholesaling courses have been 
discontinued. 
None of the subjects was mentioned so many times 
as to suggest a need for changing the curriculum. 
Courses Not Taken 
In regard to whether or not there were many 
courses the respondents had not taken but which they now 
felt they should have taken, the form first asked for a "yes 11 
or "no" answer. These replies are shown in Table XXI, page 
~-
Nearly half of the former students indicated that 
there were electives which they now believe they should 
have taken. It is not surprising to find a higher propor-
tion than the exactly one-third of accounting graduates who 
answered •yes" to this question, because the sales-management 
program is less specialized and offers more electives. 
The courses which the sales-management majors 
now believe they should have taken are listed, with the 
respective number of times mentioned, in Table XXII, page?5. 
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Answers 
Yes 
No 
TABLE XXI 
SALES-MANAGEMENT MAJORS' REPLIES TO QUESTION, 
"OF THE ELECTIVE COURSES THAT WERE OFFERED, 
ARE THERE ANY YOU DID NOT TAKE BUT WHICH 
YOU NOW BELIEVE YOU SHOULD HAVE TAKEN?" 
Number of Replies Percentages of Answers 
by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
4 8 10 22 44% 38% 48% 43% 
5 13 11 29 55% 62% 52% 57% 
No Answer 5 5 4 14 
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TABLE XXII 
COURSES WHICH SALES-MANAGEMENT MAJORS 
NOW BELIEVE THEY SHOULD HAVE ELECTED 
Frequency of Mention 
by Years of Graduation 
Course Titles* 
1948 1952 1956 Total 
Accounting (more) 0 1 3 4 
Taxation 2 1 1 4 
Finance 0 0 3 3 
Typewriting 0 3 0 3 
Auditing 1 1 0 2 
Business Law 0 2 0 2 
Public Speaking 0 1 1 2 
Business Machines 0 1 ' 0 1 
Credit Management 1 0 0 1 
Foreign Trade 0 0 1 1 
Labor Relations 0 0 1 1 
Marketing Research 0 0 1 1 
*Titles are listed in order of total frequency, and alpha-
betically where two or more were named with the same fre-
quency. 
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Four sales-management graduates wishes they had 
taken more accounting. They were a brokerage clerk, a 
teacher of commercial subjects, a senior payroll clerk, 
and a cost accountant. Apparently these four individuals 
should have majored in accounting. 
There were also four who listed taxation as a 
course they should have elected. They were two sales rep-
resentatives, a radio mechanic, and a senior payroll clerk. 
Three 1956 graduates, a dispatcher, the treasurer 
of a company, and a student, all wished they had taken Fi-
nance. 
Three 1952 graduates listed Typewriting, which 
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is now required of all students during their first semester. 
One 1948 and one 1952 graduate mentioned Auditing, 
which is required of accounting majors, but is not available 
to others. 
There were also two students, Class of 1952, who 
indicated they should have taken Business Law, two semesters 
of which are now required of all students. 
The only other subject mentioned more than once 
was Public Speaking. Two graduates, one 1952 and one 1956, 
wished they had taken this course. 
The alumni members surveyed were next asked to 
indicate whether there were any courses which they believed 
should be added to the curriculum. The subjects and fre-
quency of mention are listed in Table XXIII, page 77. 
TABLE XXIII 
SUBJECTS WHICH SALES-MANAGEMENT MAJORS FEEL 
SHOULD BE OFFERED 
Frequency of Mention 
Subjects* by Years of Graduation 
1948 1952 1956 Total 
English (more) 0 2 3 5 
Machine Accounting 0 2 2 4 
Liberal Arts (more) 0 1 2 3 
Time and Motion Study 0 0 3 3 
Accounting Systems 0 1 1 2 
Insurance 0 1 1 2 
Real Estate 0 1 1 2 
Salesmanship (more) 1 1 0 2 
Art of Supervision 0 1 0 1 
College Mathematics 0 0 1 1 
Publishing 1 0 0 1 
Purchasing and Inventory Control 0 1 0 1 
Production Planning 0 0 1 1 
Standard Cost Accounting 0 0 1 1 
Transportation 0 1 0 1 
*Subjects are listed in order of frequency and alphabetically 
where two or more were named with the same frequency. 
The sales-management majors, like the accounting 
majors, have mentioned most frequently a need for more 
English. Obviously, the graduates have found that a rea-
sonable degree of proficiency in the use of our language 
is of the utmost importance. 
In September, 1960, an intensive two-semester 
course in Business Communications was instituted by the 
college. This need therefore, appears to have been sat-
isfied. 
Machine accounting is the second-ranking subject 
on the list, and this reflects the increasing mechanization 
of office work. 
In order to offer both accounting and management 
majors an opportunity to study th~ concepts of various types 
of machine methods that have been applied to office work, a 
course called Introduction to Automation has been introduced. 
The textbook lectures are supplemented by films and slides 
obtained through the Audio-Visual Aids Department, and 
guest speakers from firms which manufacture and market var-
ious types of office machines and equipment. 
In regard to more liberal arts, it must be kept 
in mind that a junior college of business cannot in two 
years provide both a professional education in business 
administration and a broad liberal arts background. The 
college does plan, however, to offer as an elective, a 
course entitled Cultural History of Man to acquaint the 
student with the development of western culture. 
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A course in Principles of Insurance is presently 
conducted by the college, and College Mathematics would be 
given if a sufficient number of students elected to take it. 
While the art of supervision is not offered as a 
separate course, this topic is included in Personnel Manage-
ment. 
Courses in some of the subjects listed, specifically, 
time and motion study, real estate, publishing, production 
planning, and transportation would undoubtedly be valuable 
to some individuals, but these are so specialized that there 
would not be sufficient enrollment to justify their being 
conducted. 
Material Covered and Method of Presentation 
The graduates were asked next whether they would 
recommend any changes in the courses they took in regard to 
the material covered or in the method of presentation. 
Their "Yes• and •No• answers are to be found in 
Table XXIV, page 80. 
The percentage of •Yes• answers is lower than 
the corresponding answers of accounting majors (see Table 
XIII, page 77) among the 1948 and 1956 graudates and in 
total, although higher than those of accounting majors of 
the 1952 class. 
The higher overall rate of "Yes• answers among 
accounting majors is understandable in view of the numerous 
comments in regard to accounting instruction. 
Answers 
Yes 
No 
TABLE XXIV 
SALES-MANAGEMENT MAJORS' REPLIES TO QUESTION, 
"OF THE COURSES YOU TOO<, WOULD YOU RECOMMEND 
ANY CHANGE IN THE MATERIAL COVERED 
OR METHOD OF PRESENTATION?" 
Number of Replies Percentages of Answers 
by Years of Graduation by Years of Graduation 
1948 1952 1956 Total 1948 1952 1956 Total 
2 9 5 16 20% 43% 22% 30% 
8 12 18 38 80% 57% 78% 70% 
No Answer 4 5 2 11 
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There was no such similarity in the comment of 
sales-management majors. 
Some of the students who answered in the affirma-
tive to the initial question as to whether they would recom-
mend changes did not indicate what the changes should be. 
Those recommendations that were offered are pre-
sented in Table XXV, page 8~ together with the occupations 
and years of graduation of the individuals. 
It can be seen that the graduates' comments are 
widely diversified and appear to be mostly minor personal 
dissatisfactions. 
In regard to course coverage, there are some indi-
cations that more material might be discussed. 
As for method of presentation, two graduates, 
Class of 1952, complain about lectures which only repeat the 
textbook material. One 1956 graduate suggests that business-
men be brought in to speak. 
A real estate broker, Class of 1952, claims that 
students preparing for sales positions do not require as 
much accounting. Since his graduation, a change has been 
effected which, as already discussed, requires sales majors--
now called marketing majors--to take only one semester of 
accounting. 
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TABLE XXV 
SALES-MANAGEMENT MAJORS' RECOMMENDATIONS CONCERNING 
COURSE COVERAGE AND METHOD OF PRESENTATION 
Year of Present Occupation Recommendations Offered 
Graduation* or Position Title 
1948 Sales Representa- Stricter supervision 
tbe 
1948 Salesman More up-to-date coverage 
1952 Credit Investiga- More practical coverage, 
tor less theory 
1952 Office Manager Finance should not be 
taught only from the 
book 
1952 Sales Manager Salesmanship and Sales 
1952 
1952 
1952 
1956 
1956 
1956 
Management should 
have more extensive 
coverage 
Production Control More homework 
Clerk 
Real Estate Broker Only half as much account-
ing for sales majors 
Salesman 
Service Technician 
Dispatcher 
Company Treasurer 
More specific examples of 
what different types 
of industries use for 
accounting systems 
More extensive coverage 
of business psychology 
Clearer explanation of ac-
counting 
More guest speakers 
*Years of graduation are listed chronologically, but no 
particular order is used for individuals who were grad-
uated the same year. 
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Recommendations 
As a result of analyzing the results of the sur-
vey of the college's graduates, certain recommendations 
are offered. 
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For several reasons it is recommended that market-
ing majors be required to complete a full year of accounting 
fundamentals. 
First and foremost, it is believed that any stu-
dent of business administration should learn how a business 
enterprise records, summarizes, and interprets its financial 
transactions. 
Secondly, it is believed that the major field of 
marketing should be one which attracts those students who 
wish to study the distributive subjects, not one which 
attracts students who wish to avoid accounting. The posi-
tive approach of raising the academic standard of the market-
ing major will accomplish far more than the negative approach 
of screening potential marketing students to insure that they 
are not simply refugees from accounting. 
Thirdly, raising the level of academic achieve-
ment by requiring students to satisfactorily complete Account~ 
ing I and II will serve to earn the college greater prestige 
as an institution of higher learning. There should be no 
•short-cut• to a diploma. 
If the above recommendation regarding Accounting 
II cannot be accepted, then marketing majors should at least 
be required to take Finance, so they will gain some know-
ledge of corporate organization and capital structure. 
It is also recommended that the present policy, 
adopted in 1960, of requiring a full year of Business 
Communications, with an emphasis on grammar, spelling, and 
composition, be continued permanently and that the importance 
of the subject be impressed upon students who may not appreci-
ate its significance in preparation for their careers. 
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CHAPTER IV 
PROBLEMS AFFECTING ALL STUDENTS 
The two preceding chapters were concerned with the 
major programs of study at the college. Matters which are 
of general concern to the college and its students are ex-
amined in this chapter. 
I. CONTINUED EDUCATION 
For the majority of the students, their professional 
training at the college is terminal education. There are, how-
ever, many who enroll with the intention of continuing at an-
other institution, as well as some who have no such original 
intention, but decide later that they wish to earn a degree. 
Transfer of Credit 
The college's graduates have been accepted by a 
number of degree-granting institutions. 
The number of semester hours accepted for transfer 
credit, however, varies considerably among the institutions. 
While one nearby university accepts most of the semester 
hours, and therefore attracts many of the college's gradu-
ates, there are other institutions which accept only part 
or none of the hours. One university accepts the hours for 
transfer to its evening division, but not to its day division. 
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The Survey of Graduates 
Of the 125 graduates who responded to the request 
for information, 27 indicated that they had earned bachelor's 
degrees. Three of these had also taken master's degrees. 
An analysis of the degree-holders by major fields of study 
and years of graduation is contained in Table XXVI, page 89 
While the sample is limited and consists of better 
than average students, it is interesting to note that the 
percentage of accounting and sales-management majors who 
have earned degrees is the same. In both cases the rate is 
22%, although it should be added that three accounting ma-
jors also have received master's degrees, while none of the 
sales-management majors have accomplished this. 
Three sales-management majors, one from each of 
the classes surveyed, commented on their forms that students 
at the college should receive more encouragement to continue 
their education after graduation. One, a sales representa-
tive from the class of 1948, has earned both Associate in 
Arts and Bachelor of Science in Business Administration at 
Boston University. The other two, an assistant cashier of 
a national bank, Class of 1952, and a cost analyst for the 
telephone company, Class of 1956, indicated that they regret 
not having acquired degrees. 
This matter was discussed with the Dean of the 
college, who agreed that students should be encouraged to 
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continue their education and pointed out the steps which 
have been taken in this direction. Credit relations have 
been established with degree-granting institutions, and in-
formation about transfer and credit acceptance has been made 
available to the college's students. 
In addition to the graduates who have obtained 
degrees, fifteen have taken courses at colleges and uni-
versities. Some undertook degree programs but did not 
complete them, while others took courses in specialized 
areas not covered at the college. 
Five graduates, all employed in banking, have taken 
courses conducted by the American Institute of Banking. 
Also, two persons reported that they have taken 
courses in operation of data processing machines, and one 
has had a C.P.A. review course. 
II. IMPACT OF VETERANS' TRAINING 
As a result of World War II and the Korean War, 
there have been laws providing government assistance to 
veterans seeking an education. The college is one of the 
many institutions affected by these laws. 
Results of the Survey 
The alumni who responded to the survey indicated 
on the form if they attended the college as veterans with 
government assistance. The statistics, classified by major 
field and year of graduation, are presented in Table XXVI, 
page 89. 
Major Fields 
at the College 
by Years of 
Graduation 
Accounting: 
1948 
1952 
1956 
Total 
Sales-
Management 
1948 
1952 
1956 
Total 
Grand Total 
TABLE XXVI 
ANALYSIS OF RESPONDENTS WHO HAVE ACQUIRED ACADEMIC DEGREES 
SINCE GRADUATION FROM THE COLLEGE 
Number of Respondents 
Holders Holders of Percentage of 
of Bachelor's Total Respondents 
Total Master's Degrees Degree Who Hold 
Respondents Degrees Only Holders Degrees 
23 2 1 3 13% 
19 1 5 6 32 
18 0 4 4 22 
60 3 10 13 22% 
14 0 4 4 29% 
26 0 4 4 15 
25 0 6 6 24 
65 0 14 14 
-
22% 
125 3 24 27 22% 
(X) 
\() 
More than half the respondents in the survey were 
veterans. 
The great influx of World War II veterans is evi-
dent in the percentage for 1948, and is also responsible 
for the 1952 rates since the Korean War "G.I. Bill" was 
not passed by Congress until 1952. 
The 1956 percentages, which are very close to those 
for 1952, would be expected to include mostly Korean War 
veterans. 
An interesting observation is that the proportion 
of veterans among accounting graduates is significantly 
higher for all three years than the corresponding propor-
tion among sales-management majors. A hypothetical explana-
tion would be that accounting is generally considered to re-
quire more serious study and concentration, and veterans 
generally tend to be more serious and mature in regard to 
their education. 
Present Status of Veterans Training 
The most recent veterans education law, the Korean 
"G.I. Bill", or Public Law 550, provides benefits only to 
those who were in service before January 31, 1955. Efforts 
to have the same educational benefits extended to peacetime 
veterans of the present •cold war• have thus far failed to 
win congressional approval. 
As far as the reduced number of veterans eligible 
for government assistance is concerned, the college's enrollment 
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has not been affected. Indeed 1 the enrollment has continued 
to rise. 
There appears to be no reason for concern about 
the impact of diminishing numbers of veterans in planning 
the curricula of the college. 
III. PART-TLME WORK BY STUDENTS 
Many students are financially able to attend the 
college only by earning money at part-time employment. 
The Class Schedule 
Most classes at the college are scheduled in the 
morning. The fifty-minute periods are separated by five-
minute breaks to change classes. All student~ except for 
those in one afternoon section, are free by 2:25p.m., and 
many are free at 1:30 p.m., or earlier on some days. 
Students with part-time jobs are thus able to work 
afternoons and Saturdays. 
Results of the Survey 
The graduates were asked to indicate whether or 
not they had worked part-time while they were students, and, 
if they had worked, to indicate the number of hours. Table 
XXVIII reveals the breakdown of their replies by major 
fields and years of graduation. 
The percentage of those who worked rose significantly 
from 1948 to 1952, and again from 1952 to 1956. This is not 
surprising when Table XXVIII, page 92, is compared with Table 
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TABLE X~II 
ANALYSIS OF RESPONDENTS WHO ATTENDED THE COLLEGE 
AS VETERANS WITH GOVERNMENT ASSISTANCE 
Total Percentage 
Major Fields by Number of Number of of Respondents 
Years of Graduation Respondents Veterans Who Were Vets. 
Accounting: 
1948 23 20 87% 
1952 19 10 53 
1956 18 _2 50 
Total 60 39 65% 
Sales-Management: 
1948 14 9 64% 
1952 26 9 35 
1956 25 _2 36 
Total 65 27 41% 
Grand Total 125 66 53% 
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TABLE XXVIII 
ANALYSIS OF RESPONDENTS WHO WORKED PART-TIME 
WHILE ATTENDING THE COLLEGE 
Major Fields Total Number Percentage Average* 
by Years Number of Who Worked Who Worked No. Hours 
of Graduation Respondents Part-Time Part-Time Per Week 
Accounting: 
1948 23 11 48% 21 
1952 19 13 68 25 
1956 18 14 78 24 
- - -
Total 60 38 63% 70 
- - -
Sales-
Management: 
1948 14 5 36% 17 
1952 26 17 65 21 
1956 25 23 92 24 
- -
-
Total 65 
-
45 69% 62 
-
-
Granci Total 125 83 66% 132 
*Arithmetic mean 
93 
XXVII, page 92, concerning veterans' benefits. As the pro-
portion of students receiving veterans' allowances has de-
creased, the proportion of students working part-time has 
risen. 
Not only has the proportion of students working 
part-time risen, but the mean average number of hours per 
week has increased also. 
A 1948 accounting graduate, whose title is assis-
tant treasurer, suggested that the college investigate a 
cooperative plan, whereby students would attend college for 
a specified period, then w0rk for a cooperating employer ln 
his major field for a like period before returning to his 
academic studies. 
For example, the re~pondent expressed his belief 
that accounting students could be employed by accounting 
firms intermittently in order to give them valuable ex-
perience as well as financial aid. 
This matter was discussed with the college's dean, 
who has had experience with a cooperative plan at another in-
stitution, and has found that in many cases the work which 
is assigned to the students is merely routine labor. Not 
only is the experience often of little value, but the re-
numeration is small. 
The present arrangement of classes early in the 
day permits the college's students to work at part-time jobs 
without interruption of their academic programs, so that they 
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are able to complete their education sooner than would be 
possible under a cooperative plan. 
IV. PLACEMENT 
The paramount problem for the student is to find 
suitable employment upon completion of his academic work. 
Placement Service 
In order to assist its graduates in finding perm-
anent positions as well as its students to locate part-time 
employment, the college operates a placement department. 
The placement director visits prospective employers, 
makes arrangements for guest speakers, prepares a placement 
manual for use by students, receives notices of position 
openings, arranges appointments between employers and stu-
dents, and maintains files of employment information. 
Survey of Graduates 
The questionnaire mailed to the alumni asked them 
to indicate whether or not they had ever obtained full-time 
employment through the assistance of the placement depart-
ment. Their answers are compiled in Table XXIX, page 96. 
Those who replied in the affirmative to this ques-
tion comprised only about one-fifth of the respondents. 
In order to learn why a greater proportion of 
graduates have not used the college placement department, 
the matter was discussed with the placement director. A 
number of reasons were offered. 
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TABLE XXIX 
ANALYSIS OF RESPONDENTS WHO HAVE OBTAINED 
FULL-TIME EMPLOYMENT THROUGH ASSISTANCE 
OF THE COLLEGE PLACEMENT DEPARTMENT 
Major Fields Total N.umber Who Percentage 
by Years of Number of Obtained Who Obtained 
Graduation Respondents Employment Employment 
Accounting: 
1948 23 3 13% 
1952 19 6 32 
1956 18 6 33 
Total 60 15 25% 
Sales-
Management: 
1948 14 1 7% 
1952 26 6 23 
1956 25 2 8 
Total 65 9 14% 
Grand Total 125 24 19% 
1. Many of the college's graduates continue their 
education at other institutions,rather than beginning their 
careers at graduation. 
2. Military service obligations require some of 
the gradUates to enter the armed forces upon graduation. 
When they return to civilian life they do not often return 
to the college for placement assistance, although it is 
available to them. 
3. Some graduates join business enterprises 
operated by their fathers or other members of their families. 
4. Some of the students are from other states or 
countries, and wish to return to their home localities for 
employment. 
5. Some of the students who have part-time em-
ployment decide to continue full-time upon graduation. 
6. There are those who desire positions with 
selected employers, and obtain employment through their 
own efforts. 
7. Some graduates feel that the state employment 
service or private agencies offer a wider range of oppor-
tunities than the college placement department. 
8. Finally, there are those individuals who re-
quest and receive appointments with prospective employers 
through the placement director's assistance, but who simply 
do not satisfy the requirements of the position to be filled. 
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Despite the foregoing explanations for the low 
proportion of graduates who have found permanent employment 
with the placement department's assistance, five of the 
respondents offered additional comments indicating dissatis-
faction with the placement service. Pertinent quotations 
from the questionnaires are presented in Table XXX, page 
99. 
The comments were discussed with the dean of the 
college. The dean indicated that he and the college manage-
me'nt were aware of dissatisfaction in this area and that 
plans for improvement were under consideration. 
V. OTHER SUGGESTIONS OF GRADUATES 
The last item on the questionnaire invited any 
other remarks or suggestions which the graduates believed 
would help the college to improve its curricula and serve 
its students better. There were a number of responses worthy 
of consideration. 
Contact with Alumni 
Two graduates commented on the value of contacts 
between the alumni and the student body. 
A 1948 accounting major recommended closer ties with 
members of the alumni in general. 
The college has recognized the value of alumni 
participation in college affairs. It builds esprit de corps, 
promotes publicity, and provides advice about the curricula. 
98 
TABLE XXX 
SUMMARY OF GRADUATES' COMMENTS 
REGARDING PLACEMENT DEPARTMENT 
Year of 
Graduation Major Field 
1948 Accounting 
1948 Accounting 
1948 Accounting 
1952 Sales-
Management 
1956 Accounting 
Comments 
"My greatest disappointment was 
the feeling that no one cared what 
I was going to do upon graduation. 
Several trips to the placement 
office did not result in an inter-
view of any kind." 
"Employment placement lacks co-
ordination in my humble opinion." 
(Under question on form which asked 
if respondent had ever obtained 
full-time employment through the 
assistance of the placement depart-
ment) "Has anyone?" 
"· •• the fact that I was not 
wearing a hat seemed more impor-
tant. • . than my aptitudes or 
qualifications." 
"I found this department the most 
lacking in understanding the stu-
dent's problems, and spent too 
much time and effort on smaller 
details, as dress and manner 
which the student acquires at 
school." 
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Recent actions to make the alumni association 
more active have included publication of an alumni news-
letter, and production of a variety show jointly by alumni, 
students, faculty, and staff. 
A 1956 sales-management major suggested, 
"· •• the school should call in young men who have grad-
uated to give some of their free time to explain the type 
of work they have taken up and what courses they thought 
helped them • " 
The college has recently done this. Recent 
graduates have visited the college and discussed their 
experiences with the students. 
Career Guidance 
Two 1956 graduates commented on the guidance 
program. 
A sales-management major, who earned a bachelor~s 
degree at a university in 1958 and is now an assistant manu-
facturing superintendent, wrote, "I feel that an aggressive 
guidance system for students could help them to adjust to 
college and to prepare for the business world." 
An accounting major, who also obtained a degree 
at the same university in 1958 and is now a financial analyst 
for a commercial finance company, stated he is not completely 
satisfied with his four years of college because of lack of 
planning. He added, "New students should be interviewed to 
try to discover the field of business they will attempt to 
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enter upon graduation. I believe the instructors could 
furnish valuable information to the students as to what 
course of action should be taken." 
This matter was discussed with the dean and he 
explained the present guidance activities and outlined plans 
in this area. 
At the time a student is enrolled at the college, 
a counselor discusses his objectives with him and helps him 
plan his academic program. 
During the first year, there are speakers and films 
to familiarize students with various types of business employ-
ment. 
Speakers are also brought in during the second year. 
At the beginning of each year, the college observes a "Career 
Day," This is devoted to hearing speakers from local bus-
iness firms. During the course of the year, other business 
leaders such as1representatives from the Controllers Insti-
tute, speak to student groups. 
As for one of the graduate's reference to the in-
structors, each of the latter reserves three hours per week 
for conferences with students. 
Extracurricular Activities 
A 1956 sales-management graduate stated, "I be-
lieve it would have helped if the college had had a more 
extensive extracurricular program such as an active men's 
club." 
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The college has a program of extracurricular ac~ 
tivities including fraternities, sororities, athletics, 
clubs, student government, and student publications. The 
program is as extensive as student participation allows. 
A men's club, suggested above, was organized in the fall 
of 1960. 
Finance Program 
A 1948 accounting graduate, now a department head 
in a national bank, wrote, "I still would like to see a 
course installed on money and banking for the benefit of 
tho~entering this field, so that they are better prepared 
on the various functions as well as services rendered by 
national and savings banks of today. College men with de-
grees are receiving priority for many jobs in banking and 
sometimes are not the best qualified. Perhaps this type of 
course would encourage more students to specialize in this 
exceedingly broad field." 
Perhaps what is needed is a major program of study 
tailored to the needs of those who plan to work in commercial 
banks, savings banks, credit concerns, financial exchanges, 
investment houses, insurance companies, and real estate 
brokerage firms. 
Of the 125 graduates who responded to the survey, 
those engaged in financial employment are listed in Table 
XXX!, page 103. 
TABLE XXXI 
RESPONDENTS ENGAGED IN FINANCIAL EMPLOYMENT 
Year of 
Graduation Major Field 
1948 Accounting 
1948 Accounting 
1948 Accounting 
1948 Accounting 
1948 Sales-
Management 
1952 Accounting 
1952 Accounting 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1952 Sales-
Management 
1956 Accounting 
1956 Accounting 
1956 Sales-
Management 
1956 Sales-
Management 
Occupation or Position Title 
Assistant Treasurer 
Department Head in National Bank 
Assistant Treasurer of Savings 
Bank 
Credit Manager 
Assistant Trust Officer 
District Credit Specialist 
Bank Teller 
Assistant Cashier of Bank 
Rental Manager 
Chief Teller of Bank 
Credit Manager 
Credit Investigator 
Real Estate Broker 
Real Estate Broker 
Brokerage Clerk 
Credit Manager 
Insurance Underwriter 
Financial Analyst for Finance 
Company 
Real Estate Broker 
Vice-President of Insurance 
Agency 
Company Treasurer 
103 
Twenty-one respondents, about 17% of the total, 
are employed in some type of financial work. 
It is obvious that graduates do enter this field, 
and possibly more would do so if the college offered a pro-
gram in finance. 
A finance major field of study would not require 
introducing many new courses, since most of the core courses 
for such a field are already available. 
At present the first year is the same for account-
ing and management majors, and the finance majors could have 
the same program except Finance, presently available as an 
elective the second semester, would be required. 
The second year, a proposed finance program would 
require Economics I and II, Money and Banking, Analysis of 
Financial Statements, Insurance, Marketing, Federal and 
State Taxation I, Office Management, Credit. Management, 
Human Relations, and two electives from the following: 
Salesmanship, Business Statistics, Foreign Trade, Advertis-
ing, Introduction to Office Automation, Marketing Research, 
Labor Relations, Federal and State Taxation II, and Cultural 
History of Man. 
The only courses named above not currently being 
conducted are Money and Banking and Analysis of Financial 
\ 
Statements. These could be made available to other stu-
dents as electives. 
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The objections which have been voiced to this pro-
posal are that the demand for such a program is too limited, 
and that graduates who go into banking are able to take even-
ing courses conducted by the American Institute of Banking. 
As to demand, it is known that the college's stu-
dents do go into financial work, and publicity about a pro-
gram especially for this field would likely cultivate inter-
est in it. 
It is true that bank employees can take A.I.B. 
courses--five respondents reported having taken them--but 
these are specialized courses for those already employed in 
banking. What is proposed here is a more general education 
in the financial area not only for prospective bank employees 
but also for those whose interests lie in the other finan-
cial institutions mentioned above. It means removing from 
the present management program those courses less important 
for work in financial institutions. Specifically, it would 
mean removing Cost Accounting, Salesmanship, and Sales Manage-
ment, and inserting courses more applicable to such work. 
Lack of a Degree 
Two 1948 accounting graduates remarked that some 
kind of degree upon graduation from the college would carry 
more prestige than the diploma. 
The power to grant a degree is vested in non-profit 
institutions by the state legislature. Since the college is 
a private enterprise, it is ineligible to become a degree-
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granting institution, although, as previously discussed, its 
credits are accepted for transfer by a number of institutions 
which do grant degrees. 
VI. CONCLUSIONS AND RECOMMENDATIONS 
The investigation of problems affecting all stu-
dents at the college, regardless of major field of study, 
has resulted in certain conclusions, together with recommen-
dations for improv~ments. 
Conclusions 
Graduates of the college can, and many do, continue 
their education at degree-granting institutions of higher 
learning. 
Some of the alumni who do not go on to higher 
academic achievement later regret their failure to have done 
so. 
Of those who do not earn degrees, many take addi-
tional specialized courses which will help them to advance 
in their chosen fields of endeavor. 
The college has played a significant role in the 
government-sponsored education of World War II and Korean 
War veterans, but the diminishing number of veteran appli-
cants has been more than compensated for by increased enroll-
ment of recent high school graduates. 
A large proportion of the college's students rely 
on the income from part-time employment to meet their finan-
cial obligations. 
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The college's placement service, which aids a 
minority of the graduates to locate permanent employment, 
has not been entirely satisfactory. 
The college, its students, and members of the 
alumni could all benefit from including the alumni in more 
college affiars. 
The educational and career guidance provided to 
the students is adequate and well conducted, although there 
is indication that some students fail to utilize the service 
to its best advantage. 
Extra curricular activities are also well organized 
and directed despite participation which is limited because 
of students' part-time employment. 
Many of the college's graduates go into banking 
or related areas of finance, and the possibility exists 
that many others would also find positions with the large 
number of financial institutions in the college's locality 
if a financial program of study were offered. 
Recommendations 
In view of the growing importance attached to 
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the possession of a college or university degree, the college 
administrators and faculty should take every appropriate oppor-
tunity to encourage students, particularly those who appear 
likely to succeed in advanced study, to continue their educa-
tion upon graduation from the college. 
The college should continue to schedule classes 
as early in the day as possible so that students can carry 
on part-time employment. 
It is recommended that a detailed investigation 
of the college's placement service, which was beyond the 
scope of this study, be undertaken to uncover and correct 
the causes of dissatisfaction expressed by the graduates, 
and to make this department a more valuable contribution to 
the college's mission of service to its students. 
In order to promote coordination and goodwill 
between the college and its graduates, it is suggested that 
more alumni activities be conducted. For example, a "Home-
coming Day• in conjunction with some student, social, or 
athletic event should be planned, or a series of alumni 
luncheons could be scheduled, including prominent profession-
al or government figures as guest speakers. 
The college should use such communications media 
as it deems appropriate to insure that students are aware 
of the assistance that is available to them if they wish 
to consult not only the guidance specialists and the dean, 
but also their faculty advisors. 
The college should thoroughly evaluate the feas-
ibility of establishing a program of study designed to pre-
pare students for employment in banks and other financial 
institutions. 
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CHAPTER V 
SUMMARY OF FINDINGS, CONCLUSIONS, 
AND RECOMMENDATIONS 
Each of the three preceding chapters closes with 
enumeration of the conclusions and recommendations pertin-
ent to that portion of the study. This final chapter re-
views the highlights of the investigation and restates the 
more important conclusions and recommendations. 
I. THE FINDINGS 
The college graduates surveyed were asked to fur-
nish information on a number of topics. The following is 
a brief summary of the data which was obtained and inter-
preted. 
The graduates have obtained business employment 
for which they were prepared at the college and have, over 
the years, advanced to positions of re,ponsibility and 
authority. 
Most of the individuals who replied indicated that 
they are satisfied with their career progress and they be-
lieve their courses at the college provided adequate prep-
aration. 
Of the subjects these graduates studied at the 
college, the one which they, regardless of major, named 
overwhelmingly as most helpful to them was accounting. 
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When asked what subject or subjects should be 
added to the curricula, the aost frequent reply was that 
more English grammar and composition is needed. 
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In regard to material covered or method of pre-
sentation of the subject matter in the college's courses, 
the only significant finding was a belief among the account-
ing majors that accounting coverage tends to be superficial. 
It was found that more than one-fifth of those who 
responded had gone on to earn university degrees. 
It was learned that less than one-fifth of the 
respondents have obtained full-time employment through the 
assistance of the college's placement service, and this is 
an area of dissatisfaction among the graduates. 
A substantial number of the graduates revealed 
that they are employed by financial institutions. 
II. CONCLUSIONS 
This investigation has confirmed that the pro-
fessional education obtained at the junior college of bus-
iness administration which was studied does adequately pre-
pare the college's graduates for successful business careers, 
although·· the college's effectiveness could be improved. 
The first chapter of this report mentioned the 
current concern with the academic standards of business 
colleges. While an evaluation of the academic standards 
of the college studied in relation to other institutions 
is beyond the scope of this work, it is believed that a 
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higher level of achievement in some areas should be required 
for a diploma. 
A junior college of business is not expected to 
be on an academic par with universities, but it should 
present an intellectual challenge to high school graduates 
whose abilities may be slightly less than those of uni-
versity students. 
The writer believes the study has established 
that some specific changes in the curricula of the college 
would result in improved preparation of future students. 
These changes have been discussed in detail in the pre-
vious chapters. The major ones are mentioned once more in 
the following section. 
III. RECOMMENDATIONS 
The concluding sections of Chapters l, 2, and 3 
contain detailed recommendations which the writer considers 
important and worthy of adoption by the college management. 
The major curriculum changes recommended are 
summarized here for primary consideration. 
First, accounting courses should be conducted in 
such a way as to require the maximum concentration and initia-
tive of the students consistent with their intellectual 
capacity. It is believed that some of the accounting courses 
as presently outlined and conducted are lacking both in 
coverage and in depth, and should be changed to teach the 
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the student to adapt the basic principles to new situations 
as he meets them. 
Second, ev,ery student of business administration, 
regardless of major field of study, should be exposed to 
the basic knowledge of business organization and operation 
obtained from the study of a full year of elementary account-
ing. It is believed that the current marketing curriculum, 
which requires only half a year of accounting, should be 
changed to require a full year. 
Third, a student who plans to seek employment by 
a bank or other financial institution can best be prepared 
for this field by a curriculum similar to that presently 
offered to management majors, but altered to include more 
subjects applicable to financial institutions. It is be-
lived that the feasibility of establishing such a curriculum, 
as a sequel to establishment of the marketing curriculum, 
should be investigated further. 
Fourth, an individual who is to succeed in any 
business field or in continued higher education must have 
the ability to speak and write his language properly. It 
is believed that the college's recently implemented two-
semester course in Business Communications meets an essen-
tial need, and its continuation is a matter of the highest 
priority. 
A final suggestion is supported by the following 
statement in the Ford Report: •The business Ehools should 
keep their programs under continuous review. The world in 
which business operates does not stand still. The need 
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for reform today will not remove the need for further im-
provement tomorrow, and the day after.•13 Similar investi-
gations of this type should be conducted by personnel of 
the college in the future. 
APPENDIX A 
Copies of the questionnaire 
and letters included in first 
and second mailings, respectively. 
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• • • • College (Address) 
SURVEY OF GRADUATES 
Note: The questions on this form require only brief re-
plies and do not ask you to disclose your identify. 
Please answer all questions as accurately as you 
can and return the form in the stamped envelope 
provided for your convenience. 
1. What was your major field of study at the College? 
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Accounting Sales-Management 
2. What year were you graduated? 
3. What is your present occupation or position title? 
4. Has your career progressed as well as you expected it 
would when you enrolled at the College? 
Yes No 
5. Do you feel that your courses at the College adequately 
prepared you for your chosen occupation or position? 
Yes No If no, please explain 
briefly: 
6. What courses at the College do you feel have helped you 
most in your career thus far? 
7. What courses at the College do you feel have helped you 
the least? 
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8. Of the elective courses that were offered at the College, 
are there any you did not take but which you now believe 
you should have taken? 
Yes No If yes, please name the 
course or courses: 
9. Are there any subjects which were not offered but which 
you feel should be offered? 
Yes No If yes, please indicate 
the subjects and why you think they should be offered: 
10. Of the courses you took, would you recommend any change 
in the material covered or method of presentation? 
Yes No If yes, please explain: 
11. If you have earned any degrees or completed additional 
educational courses since your graduation from the Col-
lege, please complete the following: 
Name of Institution Degree or Course 
12. Which of the following categories would you say best des-
cribes the grades you received at the College? 
Mostly A's Mostly B's Mostly C's 
13. Did you attend the College as a veteran with government 
assistance? 
Yes No 
14. Did you work part-time while you were a student? 
Yes No If yes, approximate 
number of hours per week: 
15. Have you ever obtained full-time employment through the 
assistance of the College placement office? 
Yes No 
16. Please use the other side of this form for any other re-
marks or suggestions which you believe would help the 
College to improve its curricula and serve its students. 
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(College Letterhead) 
Dear Alumnus: 
May we h~ve a few minutes of your time? 
In order to secure the kind of information that will assist 
us in evaluating the effectiveness of our present curriculum, 
we need pertinent data from our graduates. 
This study is based primarily on the experiences of our grad-
uates. If you will take a few minutes to complete and re-
turn the enclosed questionnaire, your assistance will be of 
significant value to the study and to the education of future 
students. 
To insure your privacy, the form does not identify you. Your 
co-operation in promptly completing and returning this ques-
tionnaire will be sincerely appreciated. 
Sincerely yours, 
Vice President 
Enclosure 
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(College Letterhead) 
Dear Alumnus: 
Once again, may we ask for a few minutes of your time? 
Last month we mailed questionnaires to a selected number of 
our graduates in order to obtain information needed for a 
study of the College curriculum. If you are one of those 
who completed and returned the form, please allow me at this 
time to thank you for your assistance, and please disregard 
this second copy. 
Those who have not yet replied can still be included in the 
survey by promptly answering the questions and returning the 
form in the stamped envelope provided. The few minutes you 
devote to putting down your ideas will be a s~nificant con-
tribution to the success of the study. 
Your cooperation will be appreciated very much. 
Sincerely yours 
Vice President 
Enclosure 
APPENDIX B 
Descriptions of courses 
and textbooks used. 
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Accounting I 
This is an introductory course in accounting. 
The course includes financial statements, the theory of "debit" 
and "credit," journalizing, posting, the trial balance, colum-
nar journals, control accounts and subsidiary ledgers, adjust-
ing and closing enteries, closing the ledger, and reversing 
entries. Also discussed are bank reconciliations, payroll 
accounting, capital and revenue expenditures, and petty cash 
funds. 
Text: George A. MacFarland, Robert D. Ayars, and 
Williard E. Stone. Accounting Fundamentals. Third Edition. 
New York: McGraw-Hill Book Company, Inc., 1957. 
Accounting II 
This is a continuation of accounting fundamentals 
and covers such major topics as manufacturing accounting, 
negotiable instruments, the voucher system, partnership 
accounting, and corporation accounting. 
Text: George A. MacFarland, Robert D. Ayars, and 
Williard E. Stone. Accounting Fundamentals. Third Edition. 
New York: McGraw-Hill Book Company, Inc., 1957. 
Practice set: J. W. Alexander. Rowe Corporation 
Bookkeeping and Accounting. Second Edition. Baltimore: 
The H. M. Rowe Company, 1947. 
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Accounting Problems (Intermediate) 
An examination of the items found on a statement 
of financial position and solution of related problems, 
with emphasis on the effect on income measurement and con-
tinual reference to the application of generally accepted 
principles of accounting. 
Text: Wilbert E. Karrenbrock and Harry Simons. 
Intermediate Accounting, Standard Volume. Third Edition. 
Cincinnati, Ohio: South-Western Publishing Company, 1958. 
Accounting Problems (Advanced) 
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This course is an extension of fundamental account-
ing principles in certain special fields and activities, in-
cluding installment sales, consignment sales, home office 
and branch accounting, joint ventures, insurance, the state-
ment of affairs, receiverships, and parent and subsidiary 
consolidations. 
Text: Wilbert E. Karrenbrock and Harry Simons. 
Advanced Accounting, Standard Volume. Second Edition. Cin-
cinnati, Ohio: South-Western Publishing Company, 1955. 
Advertising Principles 
A survey course in advertising principles with em-
phasis on the terminology and "language• of advertising, and 
on the scope, the place, and the workings of advertising. 
Text: C. J. Dirksen and A. Kroeger. Advertising 
Principles and Problems. Homewood, Illinois: Richard D. 
Irwin, Inc., 1960. 
Auditing 
A presentation of the principles of auditing and 
the conditions under which the work is performed. Emphasis 
is on the audit practice set, supplemented by study of pro-
fessional ethics, legal responsibility, internal control 
and fraud, and problem solutions. 
Text: Arthur W. Holmes. Auditing Principles and 
Procedure. Fifth Edition. Homewood, Illinois: Richard D. 
Irwin, Inc., 1959. 
Practice set: Arthur w. Holmes. Audit Practice 
Problem--Metalcraft, Incorporated. Homewood, Illinois: 
Richard D. Irwin, Inc., 1959. 
Business Communications I 
A thorough review of grammar including a systematic 
study of punctuation and abbreviations, sentence structure, 
effective usage of paragraphs, word study, and vocabulary 
building. 
Texts: Woolley, Scott, & Bracher. College Hand-
book of Composition. Sixth Edition. Boston, Mass.: D. C. 
Heath and Co., 1958. 
Charles G. Reigner. College English for Business. 
Baltimore, Md.: The H. M. Rowe Co., 1959. 
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Business Communications II 
Composition, analysis, organization, language usage, 
and a review of the mechanics of effective writing through an 
understanding of grammar requirements. Actual writing empha-
sizes business writing. 
Texts: Woolley, Scott, & Bracher. College Hand-
book of Composition. Sixth Edition. Boston, Mass.: D. C. 
Heath and Co., 1958. 
Charles G. Reigner. College English for Business. 
Baltimore, Md.: The H. M. Rowe Co., 1959. 
Robert L. Shurter. Written Communication in Busi-
~· New York, N. Y.: McGraw-Hill Book Company, Inc., 1957. 
Hackett & Baker. On Assignment: Reading and Writ-
ing. McGraw-Hill Book Co., Inc., 1960. 
Business Law I 
A presentation of legal principles and application 
to everyday business situations. Major topics covered are 
law and its origin, courts and procedures, contracts, agency, 
and negotiable instruments. 
Text: Ronald A. Anderson & Walter A. Kumpf. 
Business Law. Fifith Edition. Cincinnati, Ohio: South-
Western Publishing Company, 1956. 
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Business Law II 
--- --
Coverage of the following major topics: sales, 
bailments, partnerships, corporations, and business crimes 
and torts. 
Test: Ronald A. Anderson & Walter A. Kumpf. 
Business Law. Fifth Edition. Cincinnati, Ohio: South-
Western Publishing Company, 1956. 
Business Mathematics I 
A course designed to develop speed and accuracy in 
commercial calculations. Material covered includes fundamen-
tal mathematical processes, fractions, decimals, aliquot 
parts and percentages, purchase and sales discounts, and 
gross profit margins. 
Text: Clyde Beighey & Gordon C. Borchardt. Mod-
ern Business Mathematics. Third Edition. New York: Mc-Graw-
Hill Book Company, Inc., 1960. 
Business Mathematics II 
A continuation of Business Mathematics I, includ-
ing payroll record keeping, bank accounts and reconciliations, 
interest and discount, stocks and bonds, annuities, insurance, 
depreciation, and taxes. 
Text: Clyde Beighey & Gorcon c. Borchardt. Mod-
ern Business Mathematics. Third Edition. New York: McGraw-
Hill Book Company, Inc., 1960. 
Payroll practice set: Robert ·L. Thistlethewaite. 
Payroll Record Keeping--Precision Air Parts Company Practice 
Set. Sixth Edition. New York: McGraw-Hill Book Company, 
Inc., 1960. 
Business Statistics 
A background course designed to aid in reading and 
understanding statistical reports. Coverage includes use 
of research sources, collection of original data, sampling, 
tables, charts, frequency distributions, and measures of cen-
tral tendency. 
Text: William A. Spurr, Lester S. Kellogg, and 
John H. Smith. Business and Economic Statistics. First 
Edition. Homewood, Illinois: Richard Irwin, Inc., 1955. 
College Mathematics 
A course in intermediate principles of algebra, 
in.cluding coverage of factoring, linear equations, functions 
and graphs, quadratic equations, ratio, proportion, variation, 
progressions, mathematical induction, binonomial theorem, 
complex numbers, logarithms and probability. 
Text: Edward A. Cameron and Edward T. Browne. 
College Algebra. New York: Henry Colt and Company, 1956. 
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Cost Accounting 
Fundamentals of designing and operating ~ cost 
accounting system for a manufacturing enterprise. Stress 
is laid on the basic principles and procedures of costing 
materials, labor, and manufacturing expenses in job order 
and process cost systems. 
Text: Adolph Matz, Othel J. Curry, and George 
W. Frank. Cost Accounting. Second Edition. Cincinnati, 
Ohio: South-Western Publishing Company, 1957. 
Practice set: Adolph Matz, Othel J. Curry, and 
George W. Frank. The Franconian Manufacturing Co.--~ Job 
Order Cost Accounting Practice Set. Cincinnati, Ohio: 
South-Western Publishing Company, 1957. 
C.P.A. Problems 
A course in the solution of problems taken from 
recent Certified Public Accountant examinations. 
Text: American Institute of Certified Public 
Accountants. Uniform C.P.A. Examination Questions, May 1957 
to November 1959. New York: American Institute of Certi-
fied Public Accountants, 1960. 
Credit Management 
A course covering the broad areas of consumer, 
mercantile, and commercial bank credit. Emphasis is placed 
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on the analysis and value of financial statements. 
Text: Theodore N. Beckman and Robert Bartels. 
Credits and Collections in Theory and Practice. Sixth Edi-
tion. New York: McGraw-Hill Book Company, Inc., 1955. 
Cultural History of Man 
The history of man from the beginning of time to 
1960 A.D., with emphasis on man's cultural progress. 
Text: Crane Brinton, John B. Christopher, and 
Robert Lee Wolff. A History of Civilization. Englewood 
Cliffs, New Jersey: Prentice-Hall, Inc., 1957. 
Economics I 
An introduction to our economic system and the way 
it works. Empha.sis on consumption, production, and exchange. 
Text: George L. Bach. An Introduction to Analysis 
and Policy. Third Edition. Englewood Cliffs, New Jersey: 
Prentice-Hall, Inc., 1960. 
Economics II 
A study of current economic problems, including 
monopoly, public utilities, organized labor, and social 
security. Problems of distribution are covered, as well 
as the role of government in the economy. 
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Text: George L. Bach. An Introduction to Analysis 
and Policy. Third Edition. Englewood Cliffs, New Jersey: 
Prentice-Hall, Inc., 1960. 
Effective Public Speaking 
A course designed to promote the student's gen-
eral speech development. The student participates in in-
structive, informative, argumentative, persuasive, and dis-
cussional speech situations. 
Text: Craid A. Baird and Franklin H. Knower. 
General Speech. Second Edition. New York: McGraw-Hill 
Book Company, Inc., 1957. 
Federal and State Taxation 1 
Federal income taxes on individuals, tax computation, 
exclusion, inclusion, gains and losses, dividends, and deduc-
tions. 
Text: William F. Connelly, Robert B. Mitchell, 
and Stanley B. Tunick (consulting editors). Prentice-Hall 
1961 Federal Tax Course. Englewood Cliffs, New Jersey: 
Prentice-Hall, Inc., 1960. 
Federal and State Taxation !! 
Federal income tax returns of partnerships, fi-
duciaries, and corporations. Estate and gift taxes. Massa-
chusetts income taxes. 
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Text: William F. Connelly, Robert B. Mitchell, 
and Stanley B. Tunick (consulting editors). Prentice-Hall 
1961 Federal Tax Course. Englewood Cliffs, New Jersey: 
Prentice-Hall, Inc., 1960. 
Finance 
The underlying principles of organizing and fi-
nancing the different forms of modern business, with special 
emphasis on corporate enterprise. 
Text: Joseph H. Bonneville. Organizing and 
Financing Business. Sixth Edition. Englewood Cliffs, New 
Jersey: Prentice-Hall, Inc., 1959. 
Foreign Trade 
A study of the exporting business, including in-
formation sources, sales terms, marketing techniques, ex-
port sales contracts, movement of freight to seaboard, 
government controls, marine inspection, finance, and cre-
dits and collections. 
Text: Philip MacDonald. Practical Exporting and 
Importing. Second Edition. New York: The Ronald Press 
Company, 1959. 
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Human Relations 
A pursuit of psychological and historical approaches 
to human relations. A considerable part of the course is 
culture, history, literature, and fine arts. 
Text No. 1: Hendrik Willem Van Loon. The Story 
of Mankind. New York: The Pocket Library, 1956. 
Text No. 2: I. L. Heckman and S. G. Huneryager. 
Human Relations in Management. New Rochelle, New York: 
South-Western Publishing Co., 1960. 
Introduction to Office Automation 
Survey of the various methods used to record, 
classify, summarize, and present accounting information. 
The study progresses from basic mechanical devices to inte-
grated data processing. 
Text: John J. W. Neuner and Ulrich J. Neuner. 
Accounting Systems: Installation Methods and Procedures. 
Third Edition. Scranton, Pennsylvania: International Text-
book Company, 1959. 
Labor Relations 
A study of the organized labor movement and its 
impact on our society. 
Text: Dallas M. Young. Understanding Labor 
Problems. New York: McGraw-Hill Book Company, Inc., 1959. 
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Marketing Principles 
An examination of the basic marketing functions 
and analysis of the institutions performing them. In addi-
tion to functional and institutional approaches, the course 
includes a study from the commodity approach. 
Text: Theodore N~ Beckman, Harold H. Maynard, 
and William R. Davidson. Principles of Marketing. Sixth 
Edition. New York: The Ronald Press Company, 1957. 
Marketing Research 
An intensive investigation of industrial and in-
stitutional marketing research, sales organization and 
operation research, distribution cost research, opinion 
and public relations research, advertising research, and 
sales promotion research. 
Text No. 1: Lyndon 0. Brown. Marketing and 
Distribution and Research. Third Edition. New York: The 
Ronald Press Company, 1955. 
Text No. 2: George R. Terry. 
lected Case Problems. Second Edition. 
New Jersey: Prentice-Hall, Inc., 1956. 
Office Management 
Marketing: Se-
Englewood Cliffs, 
A study from the management point of view, with 
emphasis on work simplification, job analysis, and cost 
reduction. 
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Text: George R. Terry. Office Management and 
Control. Third Edition. Homewood, Illinois, Richard D. 
Irwin, Inc., 1958. 
Personnel Management 
Principles and problems in the administration of 
personnel. Emphasis is placed on recruitment, training and 
supervision of employees, handling of grievances, job eval-
uation, and wage incentive plans. 
Text: George Strauss and Leonard R. Sayles. 
Personnel--The Human Problems of Management. Englewood 
Cliffs, New Jersey: Prentice-Hall, Inc., 1960. 
Principles of Insurance 
A basic course in general principles and prac-
tices of life insurance, annuities, disability insurance, 
fire insurance and related topics, and casualty insurance. 
Text: Robert L. Mehr and Emerson Commack. Prin-
ciples of Insurance. Revised Edition. Homewood, Illinois: 
Richard D. Irwin, Inc., 1957. 
Psychology 
A course with two purposes: to demonstrate the 
application of psychological principles in adjustment to 
everyday problems confronting college students, and to 
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teach an understanding of the application of psychological 
techniques to the problems of business and industry. 
Text: Harry Wallser Hepner. Psychology Applied 
to Life and Work. Third Edition. Englewood Cliffs, New 
Jersey: Prentice-Hall, Inc., 1957. 
Sales Management 
Problems and policies in sales management. Through 
the case method, the student becomes acquainted with the 
techniques and tools applied by managers of sales forces. 
Text: Richard R. Still and Edward W. Cundiff. 
Sales Management--Decisions, Policies and Cases. Englewood 
Cliffs, New Jersey: Prentice-Hall, Inc., 1958. 
Salesmanship Principles 
Sales fundamentals and techniques, emphasis on 
learning by doing, including sales talks and role playing. 
The student learns to give a sales presentation in a clear, 
coherent, and concise manner. 
Text: Bertrand R. Canfield. Salesmanship--
Practices and Problems. New York: McGraw-Hill Book Co., 
Inc., 1958. 
Typewriting 
A foundation in typewriting, including mastery of 
the keyboard and the skillful manipulation of non-keyboard 
mechanisms. 
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